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A picture is worth a thousand words. 

Especialty when your monitor shows ait of them. 


The ADI MicroScan^” 1 7X monitor is a concise answer to the problem of viewing oversized 
documents. It easily pivots from landscape to portrait mode— j*Jst click on the portrait driver 
icon, rotate the monitor and press the degauss button. You can view an entire legal or A4 page 
without scrolling or printing — ideal when you need to edit a lot of text. It also accommodates 
oversized spreadsheets, databases, and dozens of other applications. 

Super-Large Display... Any way you look at it. 

The MicroScan 17X is like getting a 21" display for the price of a 17” monitor. Its vertical viewing 
area in portrait mode is larger than any 17" or even 21” monitor on the market. And to make a long 
story short, it saves you countless hours of scrolling through oversized documents. 

High-Quality Feature Set... Any way you look at it. 

The MicroScan 1 7X has lots of other things to write home about. Like a 1 7" CRT display with a 1 6” 
diagonal viewing area, 1 024 x 768 resolution, flicker-free 76Hz performance, .28mm dot pitch, digital 
and microprocessor controls, even Plug-n-Play compatibility. And it's ail backed by a three-year warranty. 
This is a feature set you won't find in competitively priced products. And since ADI builds monitors for 
leading PC companies worldwide, you know you're making a quality investment for the long haul. 


Any way you look at it. 



COMPANIES 


Vancouver Tel: (604) 276-2677 Fax: (604) 276-0807 

Toronto Tel: (905) 415-1166 Fax; (905) 415-1 177 

Montreal Tel: (514) 335-1166 Fax: (514) 335-9326 

Nationwide Toll-Free Inquiries 1-800-949-4567 
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Is our business So is supplying the best selection of 
mass storage products. The choice is clear, call EMPAC. 


GoldStar. 


»in 9S/tn/OS/2 Compatlt 
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Champ & Palladium Disk Drives 
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Ditto and Zip Drives www.iomega.co 
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Crystal Max Hard Disk Drives 
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Performance Hard Disk Drive 
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slderably more to ensure 
that you gain a decisive 
edge over your competition. 
EMPAC otters you a supe- 
rior range of technologicaJIy- 
advanced hardware prod- 
ucts, from entry level to the 
most advanced systems, 
monitors CD-ROM/Hard 
disk drives and main boards. 

EMPAC Is truly 
unique because we lake the 
time to provide exceptional 


tomer support, very com- 
petitive pricing, unbelievable 
specials (faxed weekly), 
custom and preconfigured 
systems and a variety of 
hardware products. It all 
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Acer & Comtronic 
Total Component Solutions 



Pentium 


Why Not Deal With The Biggest? 

Buying parts tlio usual tvay? No-name brands of no known origin. No as.suranccs of reliabiiin- or eomparibility. No support. That’s no way 
to build a computer. Much less a business. Switch to Acer components. Even’ Acer product meets the toughest qualin' standards in the 
industry. And that includes just about every kind of component your st’stem needs. Enim monitors and keyboards to motherboards, .sound 
cards, chassis, and CD-ROMs, AcerOpen has it all! And you’ll rest easy knowing evert’ Acer component works together. It’s proven cs'ery- 
day. As a matter of fact. Acer built the world's filth largest PC compant' around these parts. At Comtronic, we’re your onc-stop Acer 
source. Our warehouses are packed to the ceiling with Acer quality products. And all at prices that figure to leave you plenty of margin. 
Call Comwonic, Canada’s largest AcerOpen Distributor, now for qualits' .and qualirs’ that adds up. 
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Call 1-800-297-5505 Today For An Authorized Comtronic Distributor Neat You! 


Comtronic 


Toronto 

905-479-8336 

HAmlllon 

905-574-3744 


Vancouver 

604-273-7280 

Montreal 

514-731-1223 


Halifax 

902-468-8777 

Ottawa 

613-736-7513 


5 1 9-679-2922 


AcerOPEN 
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Thought: The Ultimate Input Device? 


I had my first virtual ski- 
ing adventure recently. 

it was in a retail 
computer store, and a 
big sign over the PC 
read: "The first comput- 
er product operated by human thought." 

"Yeah, right." I said, and promptly 
stuck my finger in the little device that pur- 
portedly would read my thoughts. (Of 
course, perhaps it read my skepticism.) In 
any event, the software on the screen 
showed me at the top of a ski hill. The 
instructions said to think intensely to go 
right, and to relax to go left. (Or, was it the 
other way around?) In any event, my 
thoughts mu.si have been quite a jumble, 
because 1 seemed to hurtle down in rather 
uncontrolled fashion. 

In fact, it was quite like my real-life 
.skiing experiences, except 1 didn't fall 
down, and suffered no bruises. 

“Well," the salesperson said, "it lakes 
some practice." 

The finger device is called 
MindDrive. and the company is The Other 
90% Technologies Inc. The company's 
MindDrive-supporting software includes: 
MindSkier, FIB, MindMusic, Mind 
Bowling, MindArt, and not surprisingly, 
MindGames. While the products score big 
on the "cool gimmick” factor: the company 
insists the technology is valid. The finger 
device reportedly measures bio-electric 
signals through the skin — signals which 
are altered hy differing mental activities, 
such as remembering, relaxing, analyzing, 
positive and negative thoughts, plus left 
and right brain functions. 

Canada's own Microforum Inc, offers 
a voice-controlled game called Virtual 
Corporation, where brave souls can fight 
their way up the corporate ladder — all via 
voice commands. 

Games Are Increasingly Complex 
Looking ahead, as the much-anticipated 
scenario of convergence between televi- 
sion, computing and the Internet comes 
into greater prominence, we will no doubt 
.see much-more intriguing game possibili- 
ties emerging. Already, the Internet is 
playing a big role in entertaining a segment 
of the population — for example, by eas- 
ing communication with friends and family 
(E-mail, voice, and video-conferencing), 
by providing access to interesting and often 
amusing data, via on-line chat areas — and 
indeed us a means for long-dislunce com- 


petition, us games such as Doom and 
Quake are regularly played against unseen 
foes across the Iniemel, 

PC Gains Gaming Prominence 
We’ve already come a very long way from 
Pong. And the consumer demand is ever- 
increasing for functionality and sophistica- 
tion in today’s games. Yet, with such tech- 
nologies as Windows 95 and Intel's MMX 
processors — hardware vendors are work- 
ing towards providing powerful platforms 
for a new generation of PC gaming. 

This issue, journalist Dan McLean 
examines the latest in gaming in "Shout 
‘Em Up Games Still Gunning Fur 
Success." (page 22). 

The official launch of MMX promises 
greater support for multimedia processing. 
See Alan Zisman’s "MMX — The New 
Standard," (page 46): and Graeme 
Bennett’s “PC Prognostications for ’97, ” 
(page 54). 

On the technology front. Toronto 
Editor Jeff Evans examines the optical stor- 
age market in; "The Optical Storage 
Market: Waiting For the Millennium," 
(page 26); and Geof Wheelwright updates 
us on the graphics/deskiop publishing mar- 
ket, in "Web Provides New Market For 
Graphics/DTP," (page 44). Moreover, 
columnist Douglas Gray gives .solid advice 
on how to negotiate a lease for your busi- 
ness premises, in "What You Need to 
Know About Leases,” (page 48). 

Whether your customers are: using a 
keyboard to surf the 'Net; a joy.stick to fire 
at strange and awful aliens; uttering voice 
commands as we lake over a corporation; 
or gliding down the -ski slopes merely 
through the power of our minds; resellers, 
you’re dealing with an increasingly sophis- 
ticated buying public. 

Take the time to experiment with 
these new games and technologies. 
Consider signage to recommend hot new 
games, such as “OUR CHOICE,” and be 
ready to talk about why certain games may 
appeal to you. 

If today's amusement-hungry con- 
sumers start to look to you as a source of 
entertainment advice — that cun only result 
in increased business opportunities, and 
profits, for you. 

However, be careful on those virtual 
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With such features as a large 11.3" SVGA or 12.1" XGH 
Active .Matrix LCD screen, Infrared port for wireless com- 
munications, Pentium CPU. 6.\ CD-ROM drive. Glide Pad 
Finger Mouse, and lirilliant multimedia stereo sound sys- 
tem. Sharp Electronics is writing the next chapter in note- 
book computing. 

Introducing the Sharp PC-9050 and the PC-9080 state-of- 
the-art. higit-performance. notebooks— multimedia solu- 
tions your customers can take on the road! 


Designed and manufactured by Sharp— that means 
proven reliability backed by national service support net- 
works. incentives and our experience that only the leader 
in mol}ile technologies can provide. We not only giv e 
your customers higii performance notebooks, but give 
you the tools to make profitable sales and post sales sup- 
port like the Sharp Rapid Exchange Program. 

We’re looking for resellers to be ])art of the Sharp Team. 
Commiied to providing value, high performance, power 
and technologies virtually unmatched by the competition. 


Available at: 
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Pro-Data Inc. 

6-854 Marion Street 
Winnipeg, MB. R2J 0K4 
Tel: (204) 231-0590 
Fax: (204) 231-0480 


Pro-Data Inc. 
3424-25th Street 
Calgary, AB. T1Y6C1 
Tel: (403) 250-8881 
Fax: (403) 250-7706 
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Multiscan 200sx 
At $999* It’s A 
Sight For Your 
Customers’ Eyes 


The Sony* Multiscan* 2oosx features a large 
17-inch Sony Trinitron* screen, providing superior 
image sharpness, clarity and ease of viewing for 
discriminating computer users. Everything you’d 
expect from a Sony, at a great price! 

• Maximum refresh rate of 1280 x 1024 @ 65 Hz 

• Anti-reflective screen coating minimizes glare for 
clear, bright images and vibrant colour 

• Super Fine Pitch' 0.25 mm aperture grille 
ensures bright, sharp images 

• Horizontal scanning range of 31-70 kHz and 
vertical scanning range of 50-150 Hz 

• Digitally-controlled Multiscan technology 
supports multiple PC and Macintosh* resolutions 

• Windows* 95 “plug and play” compatible 
■ Meets or exceeds industry standards — 

International Energy Star, MPRII, NUTEK 

• Digital on-screen controls allow for precise 
adjustment of image attributes 




Cmdian Computer H^l(3/8M/er■ welcomes your opinions on current 
issoBs in the market, plus your feedback on our publication. 


Please Mite: The Editor 

Canadian Computer Wholesaler 

406 - 99 Atlantic Ave., Toronto, Ontario M6K 3JB 

Fax: I41BI 508-0574 E-mail: ccw@tcp.c3 

We'd like to hear your feedback and suggestions on 
our Test Labs reviews section. 

ContacP Steve Halinda E-mail: sieve®tcpon.com 
Call: (4101535-0404 fax: [4161 508-0574 



Call your authorized Sony distributor today or 
send us an E-mail at: EyesS0ny@5tratamp.com 
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When You Have 
Thousands of Eyes 
You Know 
Sharpness and 
Natural Colour 
When You See It. 


Introducing the 
Multiscan 200sx 





E-mail at ccw@tcp. 



lhat about dia Panasonic? 

1 have just read in your December 1996 issue, the article on 
jyNoiebooks — no holds banud" 

Y In the sidebar on “No CD-ROM!'' the most obvious solution 
has been omitted — the addition of a PCMCIA SCSI CD-ROM. 
Panasonic has been selling these for some time now, and the prod- 
uct has proven itself to be an excellent solution. 

Also, since the article itself dealt with “feature-packed” note- 
book computers, I was rather surprised to see that there was no men- 
tion of the Panasonic CF-62, the world's only notebook with a built- 

• . in PD (both a CD-ROM, and a re-writcable optical disk drive in 

one). This feature gives unlimited, non-magnetic, cost-effective 
'-Jt storage to a notebook. 

^ As well, Panasonic also manufactures and markets a truly 
^j^l'niggedized" notebook, the CF-25. In a solid magnesium case, this 

* ^ ^.^h ock-resistani. dust-resistant, water-resistant notebook, can travel 

^hcre few can go, 

1 do enjoy your publication, and look forward to each issue. 

Cary KUner 
Eastern region sales manager 
Computer Systems Group 
Matsushita Electric of Canada 


Which Ontario minister was that? 

The article dealing with the opening of Supercom’s .. 
new facility in Markham, indicates that David, 
Tsubouchi. Ontario's minister of education was in . 
attendance. Mr, Tsubouchi used to be Ontario's 
minister of social services until he was replaced, 
canned, or kicked out, whatever way you wish to 
see it. John Snobelen happens to be the minister of 
education in Ontario. 

I don't know what Mr. Tsubouchi is up to late- 
ly but, from your article, he seems to be keeping up 
with tlie right company. - 

Cause Carey Cares. • 

Carey Hogan 
Computer Service Network 
Gloucester, Ont. 

Editori Note: David Tsubouchi was appointed min- 
ister of consumer and commercial relations in 
Ontario last August. Previously, he ivar minister^ff^ 
community and social services. CCIV regrets the 


NC rtady for business, not home 

I think the concept of a NC is an idea that will see fruition as new business users begin the concept of computers 
" in the workplace. However, 1 think the existing user community and the generations of equipment they represent 
will be the main platform for VARs et al., for perhaps five to seven years down the road. 

Will die NC be a home appliance? Not yet. 

Once the supporting infrastructure is in place and proven to work, then we will see the home NC begin its 
astronomical rise. But not before then. Costs of new equipment, narrow existing bandwidth, and financial account- 
abilily in our economy will hinder the introduction of a network home device. 

Don Bews 
President 
Jem Tab Systems Inc. 
Carleton Plate, Ont. 
dbews@sympatico.ca 
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M230- 

PCI Video/GrophicsAV 


ISA TV/Video Copture 

C210- 

PCI TV/Video Capture 

V264VT- 

Mach64, 2MB, Hardware MPEG 


Storage Controllers 


DC390- 

PCI fosi SCSI 2 Host 
DC390U< 

PCI Ultro SCSI 3 Host 


DC390F' 

PCI Ultro Wide SCSI 3 Host 


LINKUP 

TECHNOLOGY INC. 




P5H30-/WS 

Pentium HX/SCSI 


P6F40-B5 


Distribute Reliable TckrAlTI Products... 

TECHNOLOGY 

Here come the motherboards. Storage controllers, 
TV/Video Cords, Infrared Networking and CD-ROM Servers. 


Motherboards. 


P6F40-A4 

Pentium Pro fX ATX 


P5V30-B4- P5, Intel® VX, 256K PL, true PnP flosh BIOS, MMX Ready 
P5H30-WS- PS, HX, 51 2K, Adaptec® 7880 UW SCSI on-boord, MMX Ready 
P5H30-A4- Intel® Licensed PS Mori ATX, HX, 256K PL, Software Power ON/OFF 
P6F40-B5* P6, FX Chipset, Stepping Voltage Regulator for future CPU 
P6F40-A4- Intel® Licensed P6 Venus ATX, FX Chipset, Stepping Voltage Regulator 
P6F40-A7- P6 ATX, FX Chipset, Stepping Voltoge Regulator, ZxPCI-i-lxISA slots 
P6F40-AVS- P6 ATX, FX Chipset, with on-board VGA, Audio, ond SCSI 
P6F40-WS- P6 ATX, FX Chipset, with on-board Adaptec® 7880 UW SCSI 
P6F40K-A5-lntel® Klamath, ATX, Intel® 440FX Chipset 


At Linkup, we believe a successful dealer 
is the one with satisfied customers. 

CALL US TODAY FOR PRODUCT AND DEALER SUPPORT PROGRAM: 


DC680CD‘EZ RAID 

VLB Green Cache Controller 

DC690CD-EZ RAID 

PCI Green Cache Controller 


LINKUP 


Suite 722-724 Gordon Baker Rood, North York, Ontario M2H 3B4 
Volte: 1-416-499-4707 • Fax: 1-41 6-499-6103 •email: sales@linkup.on.ca • Web: www.linkup.on.co 


TOLL FREE HOT LINE: 1-888-218-4968 




INDUSTRY FLASH 



Apple turns to NeXT for next- 

Apple Computer Inc. and Steve Jobs are buck 
together. Apple’.? co-l'ounder will return to the 
company as pan of an acquisition of NeXT 
Software Inc. It appears that technology will 
be pivotal in Apple’s future operating 

Apple's woes continue: three-year recovery plan 'on track' 

On Jan. 15. Cupertino. Calif.-based Apple 
Computer Inc. announced its first-quarter 
1997 fuscal results. The company’s revenues 
for the quarter ending on Dec. 27. were 
USS2.I billion, compared to revenues for Q1 
1996 of USS3.I billion, a loss of about one- 
third of quarterly revenues in the course of a 
single year. A quarterly net loss for US$120 
million was reported, compared to a profit of 
US$25 million a year ago. Unit sales of com- 
puters declined about one per cent from the 
previous quarter. 

Apple claimed: ’The company experi- 
enced shortfalls in its planned sales of con- 
sumer-oriented Performa-branded products in 
the United States (which)... necessitated 
aggressive pricing and rebate activities that 
adversely affected gross margins. Those 
actions, coupled with the overall unit short- 
fall. resulted in the significant loss for the 


quarter." As well, Apple reported revenues 
were further constrained because there was a 
greater demtind for Apple PowerBook com- 
puters than could be accommodated. 

“While we were very disappointed by 
the Performa sales results and the associated 
lo.ss. our financial position remains sound." 
said Apple executive vice-president and chief 
financial officer Fred Anderson, “We exited 
the quarter with SI. 8 billion in cash and con- 
tinued to show improvements in our invento- 
ry management during the quarter." Sales in 
Europe, and sales of high-end Macs both 
showed improvements. 

Apple chairman and CEO, Dr. Gilbert 
Amelio tried to .sound upbeat: "Despite the 
recent quarter’s loss, we are confident that 
our three-year transformation plan is sound 
and we remain focused on executing that 
plan." 


generation operating system 

sy.stem development. 

Minutes before Gilbert Amelio, chief 
executive officer at Apple Computer, was to 
deliver his keynote address at Macworld 
Expo. Ellen Hancock, Apple’s chief technolo- 
gy officer, briefed the press regarding the 
company’s new operating system strategy. In 
answers to questions about compatibility, 
Apple's solution is to run a dual 
operating system for the next 
five to 10 years. 

Under Hancock’s expla- 
nation. System 7 will be sup- 
ported with the following 
code-names for 1998; a 
Harmony relea.se, due 
last month, a Tempo 
release due in July, ar 
Allegro release due in 
early 1998, and a 
Sonata release due at 
the end of 1998. 

This continua- 
tion of System 7 guar- 

compatibility with 
existing applications, t. 
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Window 
To Your 
Mind’s Eye 

Whether you're charting the family budget, or envisioning the world 
of tomorrow, Samtron provides a clear window to your mind's eye. 

Our 17" monitors have won Byte Magiixine's Best Monitor Overall 
for Image Quality award, been prai.sed by Windows Magazine (“You'll 
like what you sec”) and highly recommended by PC Digest and 
Ratings Report. 


Plug and Play with Windows 95 - 
simplifies installation and maximizes display 
performance. 




ClearScreen Coaling eliminates eyestrain 
and fatigue. 
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■ Invar Shadow Mask minimizes distortion to 
deliver sharp, photo like images. 


Samiron’s commitment to quality and 
reliability. 



IS09{X)I certification for quality, consi.siency 
and durability. 





INDUSTRY FLASH 


Corel announces 70 per cent growth in '96 Microsoft launches the Office 97 suite 


On Jan. 15, Ottawa-based Corel 
Corp. announced its financial 
results for its fourth quarter and 
fiscal year, which ended on Nov. 
30. The company’s annual rev- 
enues grew from $196.4 million 
in 1995 to $334.2 million in 
1 996, a 70 per cent increase, year- 
over-year. Sales in the fourth 
quarter ’96 were $125.4 million, 
an increase of 102 per cent over 
sales in the fourth quarter of 
1995. 


Net income for this last 
quarter was $6.5 million. Overall. 
Corel lost $2.9 million in the 
course of 1996. A large part of 
Corel’s growth can be attributed 
to the WordPerfect line of prod- 
ucts. Corel is also looking to new 
ventures to bear fruit in 1997, 
with initiatives such as the Corel 
Office for Java, the CorelVideo 
Network Computer, and addition- 
al titles for its multimedia and 
PhotoCD lines. 


Eudora has 18 million users 

San Diego-based Qualicoram Inc. has announced | 
research results indicating it currently has more than 
18 million users of its Eudora Light and Eudora Pro 
Internet E-mail software, making the product by far 
the most commonly used Internet E-mail package. 

The product is currently available on the Windows, 
Mac and Apple Newton platforms. The latest version, 
Eudora Pro 3,0, has introduced new features including 
more powerful filtering, expanded directory services, 
and an Extended Messaging Services API which enables 
third-party developers to provide plug-in applications. 



On Jan. 16, Microsoft Canada 
announced the immediate avail- 
ability of Office 97. the latest ver- 
sion of its productivity software 
suite, Microsoft founder Bill 
Gates made a keynote address in 
New York, and a 30-city promo- 
tional tour to introduce the new 
product began in Toronto and 
New York. 

Microsoft claims to have 
some 55 million current Office 
users, and has received 500,000 
advance orders for shrink- 
wrapped copies from retail- 
and orders for three 
million pre-sold corporate 
licences (mainly for use 
n business and gov- 
ernment networks). 
Office 97 includes 
new versions of 
Microsoft Word. 


MS Excel, MS Access, 
PowerPoint, and Microsoft 
Outlook, a new desktop informa- 
tion manager. 

Outlook “provides a power- 
ful new means for users to man- 
age information, track documents 
and communicate with others. 
Integrating E-mail, scheduling, 
contact management and a jour- 
nal module for tracking docu- 
ments and events Outlook oper- 
ates as the central ‘hub’ of activi- 
ty for Office 97 users.” 

The list price for new users 
of Office 97 is $689. and the 
upgrade price for registered users 
is $294, The competitive upgrade 
price for users of other vendors' 
suites is $349. A Developer 
Edition and a Small Business 
Edition of Office 97 are also 
available. 



MMX flood unleashed on market-place 

Intel Corp. has officially released a significant new generation of 
processor technology called MMX, which has been added into its 
Pentium and Pentium Pro CPU chip line. MMX is basically a set of 
47 new instructions that enable an Intel processor to perform certain 
calculations much faster than an ordinary Intel chip. Most of these 
functions are related to "multimedia” applications: digital video, 
rendering, sound, voice and telephony. Some functions are speeded 
up by as much as eight times. 

"Our new Pentium processors with MMX technology tested 
more than 60 per cent faster (overall) than our previous Pentium 
processors when compared on the Intel Media benchmark that mea- 
sures multimedia performance," according to Pam Olivier, market- 
ing manager for Intel of Canada Ltd, 

Intel began replacing its old Pentium manufacturing processes 
with MMX production in 1996. but held the new chips back from 
shipment until a reasonable stock had been accumulated, in order to 
avoid discouraging sales of PCs due to a MMX back-order situation. 
On Jan, 8. the floodgates were opened, and shortly afterwards many 
major JX) manufacturers such as Dell, Digital, Compaq and Texas 
Instruments announced desktop and notebook PCs with MMX 
Pentium chips. 

For example, Toshiba of Canada Information Systems Group 
(ISG) announced the new Toshiba Tecra 740CDT. a full featured 
multimedia notebook powered by the new l66MHz Intel Pentium 
MMX processor. 


- 

NEWSBYTES 


24 HOUR 
COMPOTER 
TELECOM S 
IlfTERRCnVE 
SERVICES 
NEWS 


www.newsbytes.com 


The base model 
of this system 
comes with a 
2.1GB hard 
drive, a I OX 
CD-ROM. and a 
13.3-inch TFT 
active matrix 
screen. CtW 
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YOUR ONE-STOP SOURCE! 

Broad Selection • Competitive Prices • Brand Names 


HiSDoss 

System Highlights: 

'One-Finger ' Operation — All 26 HiClass firction keys are 
activated witfi the press of only one finger. Non-PC literate 
teachers can learn and operate HiClass in minutes. 

Interactive Communication — Call Teacher Box lets stu- 
dents catch teacher's attention with an audible 'beep' and lit 
LED on the Control Panel. Microphone and headphone channels 
are immediately turned on when teacher responds to the stu- 
dent. 

Real Time Audio & Video Data Transmitting — transmit full 
motion multimedia curriculums to students; video tape, CD title, 
CAI program, TV, Internet, etc, 

Power lull Broadcast — teaching materials at teacher sta- 
tion to one, a group, or ali student stations. Even broadcast one 
student's monitor screen to all other students, including audio' 

Remote Observe — teachers can check students' progress by 
remotely obsen/ing student's monitor screen, either automati- 
cally scrolling from one student screen to another, or by manu- 
ally selecting a student to observe. Moreover, teacher can 
adjust the observe time (1-99 seconds), and can even pause on 
a student station and jump to control mode to provide direct 
assistance. Teacher can select to receive student's audio, video 
or both. 

Control - teacher can control student station's keyboard, 
mouse and monitor right from the teacher station. Microphone 
and headphone channels are opened for communication 
between teacher and student. 

Reboot — remotely reset one, a group, or all student slalions. 
Useful for system reconfiguration, or even slopping students 
from playing PC games during class. 

Group — automatically or manually divide student stations into 
groups of up to four stations per group. LED on Control Panel 
identifies group members. Great for language training and 
group projects. 

Group Dialog — after dividing student stations into groups, 
allows students in groups tc communicate with each other. 
Teacher can listen and participate in any group at any time! 
Great feature for language training and group projects. 

Student On/Otf Line Indicator — LED at Control Panel indi- 
cates when 3 student logs on or off the HiClass System. 

SHaSMSBiM* — saves student seat position table to an 
ASCII file for the teacher to view and print. 



Multimedia Education Systems 





L/IPRD Marketing Corp. 

1 20-3771 JACOMBS ROAD, RICHMOND, B.C. V6V 2M5 

TEL: 1604)231-1628 FAX: (604)231-1626 Web Site: http//www.lapro.com 

All brand names are registered trademarks of their respective owners. 





CANADA WATCH 


Canadian Hems 


Sceptre signs Skyway for notebook distribution 


Scepire Technologies Inc. has signed 
Skyway Computer Centre Inc. as a 
Canadian distributor of 
Soundx notebook line. 

Skyway joins Itch Data 
Canada Inc., which already 
carries the Sounds 4000 note 
book. Skyway ha.s been dis- 
tributing Sceptre’s line of 
monitors and LCD flat 
panel displays since last 
spring. Sceptre .says Canadian sales have 
tripled in that time period. 



The Soundx 4000 is a I33MHz 
Pentium-based notebook that uses a 
NeoMagic single-chip 128-bit 
graphics accelerator, and a 2.9- 
volt. TCP flat-pin CPU incorpo- 
rating Intel's Voltage Reduction 
Technology and the Intel Mobile 
Triton System Controller 
chipset. 

The system features a 
6X CD-ROM. a 2GB hard 
drive, and an infrared interface for wireless 
transmission. 


Empac is now distributing JTS Corp. hard drives 

Markham. Ont.-ba.sed Empac has announced a 
distribution agreement with JTS Corp., of San 
Jose. Calif., to distribute that company’s hard 

JTS's hard drives include: the 3.0-inch 
Nordic products and the 3-5-inch Palladium and 
Champ products. According to Empaq, JTS is 
aggressively pursuing the development of a 
three-inch drive for the mobile computer market 
designed to offer 80 per cent greater capacity on johnPang.prasictemof Empsc-iswutiDividliscom. 
a single platter, with substantial co.st savings. diTOior.NwiSAmencandisintiuiioii.aijTSCwp 



Oasis modernizes Chinese banking 

Oasis Technology, of Toronto, has installed a regional 
banking computer switch in China. 

The Xiamen Golden Card project is a regional 
switch linking five banks in the city of Xiamen. China. 
The government-sponsored in.siallaiion is one of 12 
Golden Card projects designed to modernize China's 
banking technology to let debit cardholders access funds 
from any participating bank. Oasis offers its Information 
Switching Technology (iST) software — a Unix-based 
product providing routing, settlement, switching and 
device control between the five member banks. 


a 


NATIONAL GIGABYTE DISTRIBUTOR 

WITH PREVTOt'S GIGABYTE FACTORY TECHMCAN ON DUTY 


Clobelle's TechKnow Train roadshow 
took jaunt through Western Canada 




UA-MSKX SBEDX U6NX 

PRO I5II-SI0 PROI50-300 PROISfr’OO 

DUAUUIfl 

INTELI!:44I)FX S.XME SAME 

UMC86M lO SAME SAME 

4XPCI,.’XISA 5XPa,3XISA 4XPCLJXISA 


.WDX 

P75-200 

DUAUUNI 

INTa5’4MHX 

SAM£/SMC6691«) 

4XPC[,4XISA 


RATIONAL 2TH MAX DISTRIBUTOR 

TnicSpecd ET6()t)ll 12Sliil MuliimcdraAccderatonvith 2.5MB 
RuidRunner SD S3 ViRGE 2DJ3D Mullimcdia Accclcnlor with 2MB 


CPI's, R/YMs, HARD Dl 


OTHERS 

Is. FLOPPY DRIVES, CD RO.Ms. SOtMD CARDs, b 


CALL: (604) 270-7618 
IXE ADY COMPUTER INTERNATIONAL 
1 10-12860 CL.\RKE PLACE. RICHMOND, BC,V6V 2HI 


Hi 


More than 2,000 resellers were 
expected to check out Qlobelle’s 
TechKnow Train roadshow as 
it toured through Western 
Canada last month — making 
stops in Winnipeg, Edmonton. 
Calgary and finally 
Vancouver, 

Suzanne 
Tamburro, marketing 
events manager for 
Globclle. said the 
winter is a good time for the 
Western leg of the distributor's 
roadshow. "Ii’s a busy season 
and 1 think re.scllers like to see 
information. It's a good time to 
get ramped up for a bu.sy season. 
In the summer, everyone's in a 
more relaxed mood." 

About 30 vendors were par- 
ticipating in TechKnow Train, 
which included a mini trade 
show, .seminars (called Techno 
Talks), receptions and casino 
nights. 

President and COO Ron 
Austin said hi.s company has 
been hosting roadshows since 


1988. but since the company 
"branded" the show under the 
TechKnow Train logo a couple 
years ago, people now are paying 
even more attention and look for- 
ward to the show, "We've been at 
it a long lime; it's a 
major event of the 
computer industry." 

opportunity to gel in 
front of a log of 
resellers," according to Mark 
Macaulay, account manager, 
channels, for Compaq Canada 
Inc., commenting on the event, 
during the Calgary stop. 
"Globelle does a good job of 
contacting and informing 
resellers about this show." 

Micheal McCarron, owner 
of Advanced Servers Corp, in 
Calgary, has been to a number of 
Globelle events over the years. 
"They're very good- 1 go mainly 
to get product information." 

Globelle lakes TechKnow 
Train to Southwestern Ontario 
this spring. 
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IF YOU’RE KEYED UP 
ABOUT YOUR BUSINESS . . . 

WE’VE GOT 
YOU’RE KEYBOARD 


1 ^ 


PREH 


PIERBURG GROUP 



51-key prog, with 58 normal PC keys with built-in MSR; 
alpha keys; num. lock: scroll and caps lock LED; AT 
keyboard wedge; download software; AT keyboard cable. 

Optional modules include; 4x20 and 2x24 
LCD, RS232 interface, barcode decoder interface: 
singie, double, quads and blanks availale. 



53-key prog, with 58 normal PC-keyboard alpha keys; 
num. lock; scroll and caps lock LED; AT keyboard wedge; 
download software; AT keyboard cable. Optional 
modules include: MSR, LCD (4x20, 2x24), RS232 
interface, barcode decoder interface; single, 
double, quads and blanks available. 


MC80-MSR 

80-key prog. AT keyboard wedge: 
download software; AT keyboard cable: 
MSR tracks 1 and 2. 

Triple track and Smart Reader optional 



MC128-MSR 

128-key prog. AT keyboard wedge; 
download software; AT keyboard cable; 
MSR tracks 1 and 2. 

Triple track and Smart Reader optional 




MR128WX 

128-key prog, flat membrane with feed back; 

AT keyboard wedge; splash resistant; 
download software; AT keyboard cable. 

Optional modules include: MSR; LCD (4x20, 2x24); 
RS232 interface; barcode decoder; single, double, 
quads and blanks available. 


sons (BC) 

T«l: (6M) 270.6787 
Fax. (604) 27045SS 
a.mall; bcttsctms ca 


SDMS (ON) 

T«l: (B(S) 564-4897 
Fax- (905) 564-5920 


SOWS (OC) 

Tel: (514) 343-9996 
Fax: (514) 343-4421 


SDMS 


The choice is yours . . . 

1-800-677-SDMS 



CANADA WATCH 


Netcom Canada speeds Internet access 

5 being run by ihe local 
phone company) and higher 
ISDN phone service rates (usual- 


Ai the recent Iniemel World ’97 
show in Toronto. Internet Service 
Provider Netcom Canada report- 
ed great excitement by show 
attendees over the prospect that 
the company will shortly offer 
S6Kbps download speeds with 
the introduction of U 
Robotics' X2 technology. 

X2 technology is now 
being built into mo.si 
current US Robot- 
ics modems, and 
can be retrofitted to 
many modems made o\ 
the last year or so. 

With X2, users 
download speeds close 
line ISDN speed (56Kbps versus 
64Kbps), without having to go to 
the expense of buying an ISDN 
‘modem’ (usually at least $300 
more than a regular 28.8Kbps or 
33.6Kbps analog modem), paying 
for an ISDN hookup (up to $150, 
unless a free insiallalion promo- 


ly around $65/monih). 

The US Robotic.s X2 tech- 
nology requires that the server 
that is downloading data be 
equipped to handle X2 speeds. 
Cunently, X2 is in beta testing. 
V ▼ for possible Canadian intro- 

duction by spring 1997. 
Jc Netcom Canada 
»■ is the local branch of 
^ ‘he U.S.-based NET- 


single- 


COM ISP. which, with 
about 600,000 subscribers 
worldwide, claims to be the 
largest ISP in Ihe very competi- 
tive, new Internet market. 

If the new high-download 
capability works as advertised 
and is inU’oduced soon, it could at 
least temporarily stunt interest in 
other high-speed Internet offer- 
ings such as ISDN and cable 
modems. 


SAVE UP TO 50% 

ON BRAND NAME COMPUTER PRODUCTS 


BAREBONE Systems • Blank disksAapes 
CD-ROM Drives • Faxmodems • Joysticks • Keyboards > Mice 
Networking Cards & Hubs * PCMCIA & Mobile Computing 
Scanners ‘SCSI Controllers 'Sound Cards 
Speakers & Microphones • Tape Ottves 
Trackballs • Video Cards 


Distributor of Manufacturers’ 
Overstocks & OEM Product 



LOGIC BOX DISTRIBUTION 

httpVwww.lQgicbox.com 

Toll Free: (888) 744-8312/Tei: (905) 405-1541 

Fax: (9051 405-1759 

Email: Lbsales@logicbox.com 


Call to be added to our free faxed or emailed 
dealer hot sheet sent weekly! 


Corel announces suite deal with Netscape 


(NB) — Aiming to steal a little 
thunder from the formal unveiling 
of Micro.soft Corp.’s Office soft- 
ware suite, Corel Corp. has 
announced a deal to bundle 
Netscape Communications Inc.'s 
Communicator client software in 

Starting this spring. 
Communicator will be included 
in Corel's WordPerfect Suite 8 
and its Office Professional 8 
suite. ofFicial.s said in a telecon- 
ference with reporters and ana- 

Chris Biber, technology 
evangelist at Corel, characterized 
the bundling deal as the begin- 
ning of a “very broad strategic 
relationship" between his firm 
and Mountain View, Calif. -based 
Netscape. And, asked about the 
bming of the announcement just 
three days before Microsoft’s 
official launch of Office 97, Biber 
said it was "certainly not acciden- 
tal.” 

Netscape's existing World 
Wide Web browser. Navigator, 
has been included in the Corel 
suites since early last year. 
Microsoft, the largest player in 
the desktop suite market, offers 
its own browser, Internet 
Explorer. 

Michael Cowplund. Corel’s 


founder and chairman, said dur- 
ing the conference that the move 
signals “the importance we place 
on open Internet standards.. .and 
also the importance we place on 
the Java platform." Cowpland 
made much of the cross-platform 
capabilities provided by the Java 
programmiag language, touting 
his company’s suites as an alter- 
native to becoming locked in to 
Microsoft Windows. 

However, the suites that con- 
tain Communicator will be 
launched initially only for 
Windows 95. A version for the 
Apple Macintosh operating sys- 
tem is in the works as well, offi- 
cials said. 

The two companies said they 
will be working together to inte- 
grate the Communicator software 
more closely with Corel's desktop 
products, aiming to create a suite 
with an emphasis on network- 
centric computing. This capabili- 
ty will be built into all new ver- 
sions of WordPerfect Suite and 
Corel Office Professional, the 
companies said. 

Corel also said a beta ver- 
sion of its Office for Java suite 
will be available for download 
from its Web site starting 
Tuesday, and there will be a link 
to this site from Netscape’s site. 


Telesat Canada announces price reductions 


On Jan. 8, at the Internet World 
'97 show in Toronto. Telesat 
Canada announced a 40 per cent 
price drop to the DirecPC system 
(which includes a .satellite disk 
and interface curd), from $999 to 
$595. 

As well, two competitive 
new pricing packages for the 
Turbo Internet satellite service 
were announced. The Moon- 
Surfer plan offers unlimited 
400Kbps satellite download 
access from 6 p.m. to 6 a.m. 
Monday to Friday and all day 
weekends for $54.95 per month, 
while the SunSurfer plan allows 
unlimited daytime access for 
$179.95. 

DirecPC is a satellite Inter- 


net service which is designed for 
businesses and schools that need 
an affordable, high-speed Intemei 
connection regardless of location, 
and it employs Anik satellite 
channels to transmit Intemei data 
at speeds up to 400Kbps to a 
receiving dish connected to the 
subscriber’s PC. 

Subscribers’ uploaded infor- 
mation is conveyed via a tradi- 
tional modem and land line at 
22.8Kbps. 

According to Telesat’s gen- 
eral manager of DirecPC, Brad 
Poulos, “Telesat’s new pricing 
structure will bring the power of 
DirecPC to many more users, 
from corporate IS managers to 
small office/home office users.” tW 
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Regional Piracy 

by percentage rate and lost revenue 

PBrcsntage Rate Lost Revenue (US$) 



1995 


1994 

82,741,758 
1,086,012 
3,N1,150 
,001,223 
1144,478 
• 405,866 
42,240,484 


1995 

a,575,845 


3,287,379 

1,141,516 


521,332 

13,181,560 


Global Software Piracy US$13 Billion 


(NB) — The first independent survey on 
losses suffered to global software piracy has 
put the figure at US$13. 1 billion for 1995. 
The survey, the first such independent 
research carried out on a 
global scale, said losses 
were nine per cent greater 
than the previous year. 

The worst nation for 
software piracy was 
Vietnam, with rates running 
at 99 per cent. Following 
were El Salvador with 97 
per cent. China and Oman, 
both at 96 per cent, and 
Rus.sia at 94 per cent. 

Leading the world was the 
United States, with rates of 
just 26 per cent, followed by Australia at 35 
per cent, the UK at 38 per cent. New 
Zealand at 40 per cent, and Germany at 42 

Commissioned by the Business 
Software Alliance and Software Publishers 
Association, the survey was carried out by 
International Planning and Research. It ana- 


lyzed market information from 77 countries 
across six world regions. The figures were 
based on piracy estimates for 27 major 
business applications. 

In North America, a con- 
trast still remains between the 
United States and Canada. 
While its neighbor to the south 
reported the lowest rates of 
piracy for any nation, at 26 per 
cent, Canada was .still some 
way behind at 44 per cent. 
Because of the large software 
market, the U.S. also had the 
distinction of suffering the 
highest losses by value for any 
nation, at USS2.9 billion. The 
rate was a drop of five per cent 
on the previous year, reported IPR. 

In general, worldwide piracy came in 
at 46 per cent in 1995, meaning just over 
half of all software packages installed were 
legal. Trouble spots remain in Eastern 
Europe, the Middle East and Africa, and 
Asia, with 21 countries having piracy rates 
of more than 90 percent. CW 


SOFTWARE 

PIRACY 



26% 44% 



Voice Your Opinion! 

Reader Poll 

Recently we asked our 
readers if the Network 
Computer (NC) would 
be a significant technol- 
ogy and market for your 
customers. When it 
came to business cus- 
tomers, a noteworthy 73 
per cent of you respond- 
ed YES. But on the 
home front, respondents 
were split equally on 
whether there's much 
opportunity for NC-type 
appliances in the home. 

This issue: 

Much has been said about the Internet and its 
impact on software distribution. Some watch- 
ers envision a scenario where the Internet will 
eventually be a major means to distribute soft- 
ware, once electronic commerce and secure 
transactions are firmly entrenched, easing the 
process of doing business on the Web. That 
could see resellers playing a reduced role in the 
selling of software. 

However, others say resellers may also 
find opportunity by selling via the Iniemei. 
Here at Canadian Computer Wholesaler, we’re 
wondering what YOU think. 

Our question to you: 

As a reseller, which most closely reflects your 
view of the Internet's impact on software dis- 
tribution? 

i__. While some software may be distributed 

I I over the Internet, we believe it will have 

very little impact on our bottom line. 

□ We believe the Internet is having, or will 
soon have, a negative impact on our soft- 

□ We believe doing business on the Internet 
will increase our ability to sell software. 

Send your responses, and comments, by fax, 

(604) 608-2686 

or log into our Web site 

http://www.cewmag.com 


Do you think the 
network computer will 
be a significant tech- 
nology lor business 
customers? 



Do you think the NC 
will be u significant 
iBchnology for home 
customers: 



http //WWW etwmxgx 
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COMDEX/PACRIM’97 



Vancouver Shines as Gateway 
To The Far East by Jeff Evai 


Vancouver is often regarded as another coun- 
try, both by Vancouverites and by The Rest 
Of Canada (TROC). Nestled behind the 
Rocky Mountains. British Columbia's lower 
mainland geographically has more in com- 
mon with the American West Coast than the 
vast, cold, mostly empty country to the east. 
The cultural and technological influences of 
the computer age have flowed north, from 
California and Washington State (home of 
Microsoft), rather than west, from Toronto 
and Ottawa. In the last 20 years, however, 
British Columbia's horizons have widened 
further — out across the Pacific to the bur- 
geoning economies of Asia. Vancouver is 
now a strategic part of the Pacific Rim econ- 
omy — one of the major gateways for trade 
between Asia and North America- Like the 
city-state of Singapore. Vancouver's harbor 
and its strategic location have allowed it to 
take on an importance beyond that which its 
relatively small population would normally 
command. Consequendy. a few years ago. 
when the Interface Group, the owner of the 
Comdex trade shows, was looking for a new 
location for a Comdex show, it chose to buy 
Vancouver's existing PacRim 
computer show, and upgrade it 
from a local, end tuser’s retail 
computer show to a higher end. 
regional and international busi- 

The first Comdex PacRim 
in 1995 saw significant num- 
bers of national companies 
exhibiting, along with local 
computer retailers, and the 
number of attendees increased 
significantly, to more than 
20,000. In 1996, the trend continued: more 
exhibitors, including more major brand name 
companies, and more than 25,0(K) aiiendcex. 
including a higher proportion of computer 
industry professionals. 

This year's PacRim '97 show drew 
around 35.()(X) visitors, an increase of over 15 
per cent from last year, making it one of the 
largest computer shows in Canada. The 250 



exhibitors included more than 80 showing 
Internet related products. The highlights of 
the show included the recent release of the 
Intel Pentium MMX chip, which went into 
widespread distribution only 12 days prior to 
the start of PacRim '97, The show was the 
first occasion for most attendees to see the 
new chips in action. NEC, in particular pro- 
moted multimedia notebooks and business 
desktops equipped with the new MMX 
processors, If crowds in booths were any 
sign, Epson, iSTAR and US Robotics had 
some of the most popular exhibits. In partic- 
ular, U.S. Robotics had its widest ever lineup 
of leading edge products on display, includ- 
ing its 56 Kbps X2 modems, a new video- 
phone product. 33.6Kbps Megahertz 'credit 
card' modems, and the Pilot hand held com- 

Lexmark, which unveiled its new model 
2030 printer, broke the S300 barrier for a high 
resolution, high quality plain paper ink-jet. 
The Internet Service Providers (ISPs) were 
competing heavily for customers at the show, 
with iSTAR winning the prize for most 
atmospheric Internet themed booth (complete 
with a steam machine that seemed about to 
explode). Microsoft Canada had an expanded 
presence at Comdex PacRim this year, a.s it 
hosted its first Microsoft Partners' Pavilion at 
the Vancouver show. Among the major new 
Microsoft products on view were MS Office 
97. the new Web-centric business applica- 
tions suite, and MS Windows CE, the recent- 
ly launched operating system for 
handheld PCs. This PacRim show 
also marked 1997 u.s the year in 
which digital video finally seems 
to have come of age. Forefront 
Graphics and Commercial 
Electronics, longtime distributors 
of PC video products such as the 
Miro and Fast digital video sy.s- 
terns respectively, showed prod- 
ucts that in their power and ease of 
r >.rciiinpiiiiiiE use show that convergence' of TV 
and PC is now a reality. Apple had a 
strong presence, with the Apple Internet 
Commerce Bundle making its debut at the 
show: Apple provided the latest updates to 
the unfolding MacOS story, with MacOS 7.6, 
and fact .sheets on the newly announced 
"Rhapsody" next-generation OS, which will 
merge Apple and NeXT technology. 

Tlie keynote address for the first day of 
the show was delivered by llenc Lang, vice- 


president of the Internet Software Business 
Unit of Digital Equipment. Lang's unit is 
based on the AltaVista Web search engine, 
which Digital originally developed as a tech- 
nology demonstration, but which has grown 
to become one of the basic technologies for 



making the World Wide Web usable. Lang 
made the point that in 1996. large numbers of 
businesses began to develop plans to use the 
Internet for serious husines.s applications. 
Initially, companies benefited from creating 
corporate intranets as their new form of net- 
work. As 1997 unfolds, increa.sing numbers 
of firms will reach beyond their own corpo- 
rate borders, to link with existing clients via 
so-called 'extranets.' The move to general 
purpose electronic commerce is coming, 
Lang claims, as business and society become 
more comfortable with the environment of 
the Web, and as Internet technology 
improves. Lang hopes that the AltaVista unit 
will become a practical example of how to 
make money on the Internet, by becoming 
profitable by the end of 1 997. 

On the second day of the show, general 
mtinager of Microsoft Canada, Jeff Dossett, 
gave a vision of the Network PC of the future 
— a far more .simple and robust version of 
today's Windows PC, with lower cost of 
ownership, but .still offering a full personal 
computer feature set. 

The success of this year's show leaves a 
big question — if PacRim continues to grow 
at the rate of the past few years, where will 
they put all the exhibitors and attendees'? 
With careful planning, show organizers just 
might be able to shoehorn the 1998 show into 
the present trade and convention centre on the 
waterfront, but after that, they're going to 
need a bigger place to hold what has rapidly 
become a truly “world class" show. CT 

Jeff Evans is Ihe Toronto Editor of Canadian 
Computer Wholesaler. 
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COMDEX/PACRIM '97 


Show yields whole crop of new products 


Vancouver's Comdex/PacRim '97 show was 
ihe launch pad for a sizable fleei of new prod- 
announce- 
its. Thai may 
bespeak the sig- 
nificance of ihc 
event on Ihc 



high- 


1 Canadian 
tech scs 

perhaps it's just another sign that high-lech 
markets are picking up. and manufacturers 
are scurrying to meet those needs. 

Wyse 

Wysc Teehnology (Canada) Ltd. announced a 
series “enhanced network computers" 
(ENCs) and Windows-based thin clienLs. For 
example. Ihe Winierm 40(X) Series (formerly 
code-named "Boogie-Board"), runs off a 
Digital Equipment Corp. SirongARM pnxes- 
sor. and promises to execute Java applets anti 
also access Windows applications. 

The Winierm 4000 starts at USS7S0, 
Douglas Chance, president and CEO of Wyse 
Technology, based in San Jose, Calif., said 
he's expecting the product to find a home in 
corporations and vertical markets when it 
starts shipping in March. The big target is the 
current terininal market. He said; "The idea 
that corporations are going to replace their 
PCS is foolish. There's a lot more opportuni- 
ty to develop Ihe thin client market with users 
of character-hased terminals who arc 
demanding GUIs and computer-based train- 
ing. graphic displays and Web browsers.” 
However, the company is also looking to sells 
ENCs into the home — further down Ihe 
road- Chance said: "With thin clients we do 
think the home market is going to happen, if 
you look beyond the next two years." 

Samsung 

.Samsung Electronics Canada Inc. launched a 
new line of SyncMaster monitors, 
which comply to the TCO 95 stan- 
dards for radiation emission and 
power management. The standard also 
places restrictions on: the presence 
and use of heavy metals and chemicals in the 
products and manufacturing process. The 
monitor runs at 85H7 and offers a resolution 
of 1024 by 768 dpi. 

Bill Deneweih. vice-president of mar- 
keting for Samsung, said the TCO 95 stan- 
dard (which follows TCO 92). was developed 
by trade unions in Sweden looking to better 
work environments. He said certain govem- 



by Grace Casselmaii 

ment departments arc already starting to 
require TCO-compliance in their purchases. 

Acer 

Acer American Corp. launched the Acer 
Nuovo 133MHz notebook, which supports 
MMX, and promi.ses an average seven hours 
of hatiery life. The $6,952 system includes a 
2.0GB hard drive, a lOX CD-ROM drive, 
and a I2.l-inch TFT screen. 

Agfa 

Agfa pre.scnted 
the $799 ePhoto 
307 digital cam- 
era. It includes: 
storage of 36 
high-rcsoiution or 
72 standard resolution images; a 43- 
mm glass lens; and the Agfa 
Photo Wise and Adobe PhotoDeluxe 
software. Marketing 
manager, digital imag- 
ing products. Mary 
Percat expects the 
camera to be of inter- 
est to hobbyists and 
professionals .such as 
real estate agenus or 
anyone who "has to 
describe, in a visual 
context.” 

Sony 

Sony of Canada 

launched the DSC-Fl 
digital still camera, 

which includes: a 1 . 8 - 
inch LCD screen, 
built-in 4MB Hash 
memory, and wireless 
infrared image trans- 
fer. Sony al.so 

launched the 
GDM-W900 
24-inch di.s- 
play. with 


the PowerMate P2I66M and PowerMate 
P220()M PCs based on 1 66 MH 7 . or 200MHz 
Pentium MMX processors. The systems are 
available in seven different configurations, 
with estimated street pricing ranging from 
$2,719 to $4,009. 

NEC announced it would concentrate its 
attention on sales of corporate products, 
while sales of the Ready line of computers 
will now be handled by Packard Bell. Greg 
Milkovich, national marketing manager for 
the company, said of Packard Bell: "They 
have all the mechanisms to sell the con- 
•sumer lines." Packard Bell will now work 
with current Ready distributors and 
re.sellers in Canada, and the company 
hopes to expand channels and sales 
for the line. 

Givee Casselmaii is Editor of 
Canadian Campuier Wholesaler. 
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of up to 1920 by 1200 
dpi at 76Hz. Both 
products are scheduled 
for spring availability. 
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Shoot ’ 

Still 

Gunning 

For 

Success 

by Dan McLean 


Em Up Games 


Indio-mions are, the game-buying public will 
keep on killing time by zapping away space 
aliens and other assorted cyberspace outlaws. 
And while the vocation of most gamers 
remains the same, the venue for activity 
appears to be shifting as the PC looms as the 
dominant platform for play. 

Consumers, it seems, can't gel enough 
blood and gore when it comes to gaming, 
according to resellers who say interactive 
fighting games are expected to remain among 
this year's hottest selling titles. 

“What we’ve found, in terms of the soft- 
ware and types of titles that seem to be mov- 
ing. is that a lot of the shoot 'em up games 
are still big. games like Doom and a zillion 
other spin-offs — frankly, the really gory 
stuff," said Bev Buckton, spokesperson for 
Ingram Micro Inc. (Canada). "These have 
oecupied a popular area in the market for a 
while and it seems to be increasing." 

PC Gains Prominence 

The PC appears poised to become the choice 
platform for a majority of game players and 
entertainment software manufacturers. 
According to Buckton, CD-ROM titles are 
gaining a huge share in the entertainment 
market and may dominant some day soon. "I 
think it's safe to say the consumer is very 
strongly moving towards CD-ROM technol- 
ogy for games. Playstation, Sega and those 
(systems) are still popular, but more and 
more manufacturers are developing products 
on CD-ROM platforms," he said. 

"Many are doing that exclu.sively, and 
a.s a result, in general, sales of CD-ROM 
games and entertainment titles are 
increasing dramatically." vB 

MMX Plays Role W 

Larry Wasser. president and CEO of ■ 
distributor Beamscope Electronics in 1 
Toronto agreed, saying the release this 
year of Intel's Pentium-based MMX chip 
will provide an even better gaming platform 
for PCs, offering enhanced quality graphics 
capabilities. Expect to see a horde of new 
products based on the MMX platform, he 
predicted. 

"[MMX] will provide the end-user with 
a higher performance box with better fea- 


tures," he said. "1 think the industry has high 
expectations for it... and most major manu- 
facturers will have new products for that plat- 

But, in order for the PC to dominate the 
game market, most agree it must become a 
cheaper device. That will happen, according 
to Wasser. as PC vendors look to penetrate 
even deeper into the con.sumer realm. “1 
think the major manufacturers — Compaq. 
IBM, Apple. Packard Bell and others — are 
going to introduce lower priced boxes as we 
get through the spring and fall this year,” 
Wasser predicted, suggesting a lower priced 
PC is a fully configured system costing less 
than $2,000. 

"We've hit a bit of a bump in the road. 
The consumers who wanted a computer has 
(already) bought one. We now have to con- 
vince that other 55 per cent of households 
that there’s a reason to buy one. One of the 
sticking points in the way is price." 

Windows 95 Games 

Certainly Microsoft Canada Inc. is among 
those who see great gaming potential for 
PCs. According to marketing manager 
Shannon Smith. Windows 95 will experience 
a breakthrough this year as a gaming plat- 
form. La.st year saw limited support for 
Windows 95 from both entertainment soft- 
ware manufacturers and game-playing con- 
sumers who weren’t sure how games were 
going to perform on their Windows 95-based 
PCs. she explained. 


“Around July or August last year you 
actually saw Windows 95 sales overtake 
DOS sales for games," Smith said. "We saw 
that strongly at Christmas. Most games now 
come out with a Windows 95 version and 
[there were not] as many DOS versions." 
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Other Trends 

This year, expect: more 
Internet-enabled games, 
with multiple player for- 
mats for the most popu- 
lar 3D-type games. PCs 
are a critical platform for 
such play. 

Entertainmeni/edu- 
cation or “edutainment” 
games, like cookbooks, 
fix-it titles and other 
similar teaching and self- 
help products could real- 
ly take off in 1997. 
according to Buckton. 

These are products that 
offer learning through 
more interactive types of 
interfaces — combining 
game play with teaching. 

“We’re finding the 
edutainment-type products are increasing in 
sales and I think it’s a result of the fact that the 
products themselves are much more interest- 
ing and enticing. 

"The products that are coming out are 
just amazing and kids especially really get 
onto them," Buckton added. “They're amaz- 
ing entertainment vehicles and at the same 
time kids are learning how to count or write 

Beamscope's Wasser predicts more will 
be less in 1997 as entertainment software 
manufacturers look for quality over quantity. 

"I think the experience of 1996, in terms 
of (entertainment software) manufacturers has 
been one of quantity over quality as they tried 
to flood the market with a multitude of multi- 
media CD-ROM titles in an attempt to gain 
market share and .shelf .space." Wasser said. 

“What's happening is a tremendous 
amount of unsold product went back to the 


manufacturers. As a 
result, the manufacturers 
have learned that there 
has to be quality." 

The PC games mar- 
ket will also see greater 
consolidation as the big 
guns of entertainment 
software — Microsoft, 
Disney, Electronic Arts, 
Sierra. Virgin and 
Davidson — will domi- 
nate, he said. According 
to Wasser, smaller com- 
panies might release one 
titles rather that 
the typical five or six and 
many of these simply 
won’t succeed. 

Those that do will 
likely become the acqui- 
sition targets for larger 
manufacturers who will look to integrate 
these into their own product offerings, he said. 

Input Devices 

On the hardware side of things, because con- 
sumers are increasingly using their PCs for 
game play, gamepads and joysticks are sell- 
ing like hotcakes. 

"You would be surprised at the thou- 
sands of joysticks and game pads we sell 
every month,” Buckton said. "We're starting 
to get into more of those types of game prod- 
ucts just because of the demand for them." 

In fact, a game pad and new type of 
mouse from Microsoft are penciled to being 
among that company's best sellers for 1997. 

According to Smith, the Sidewinder 
game pad. released during the Christmas hol- 
iday has been extremely popular. The unit, 
designed especially for those who play sports 
and fighting games, plugs directly into a PC’s 



Myst enthusiasts wait for the 
sequel. Riven — due In 02. 



Doom — was a pioneer in modern 
shoot 'em up PC gaming. 
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Column 

Breaking through 
the games 
market clutter 

by Brad Brown 

There is a lot of clutter 
in the computer soft- 
ware market-place. 
As evidence, we have 
only to look at the 
endless sea of games 
ads in software or 
gaming magazines 
and the near endless .selections of software 
in the the aisles of retail supcr.stores. 

It is common to spend a million or so 
dollars to create software, and then spend 
another S3 million to $5 million to adver- 
tise it — just to establish enough presence 
in the market to break through all that 
"other clutter." Games vendors have been 
increasing advertising budgets ten-fold — 
growing the risks of expenditures versus 
returns just to get channels of distribution 
interested in stocking their games, and 
getting the consumer to notice and buy 

It's no wonder that the software 
industry has seen a consolidation of the 
big money corporate players buyng up the 
smaller under-financed companies. As 
these smaller and often innovative compa- 
nies make way to larger corporate 
appetites, so does their ability to create 
different innovative products. In the big 
corporate world, there is greater job safe- 
ty in producing sameness, or continuing 
on a "proven formula” rather than trying 
something lottilly new. 

In the coin-op video game entertain- 
ment market, we have many of these same 
problems and a lack of affordable innova- 
tion. There are very few manufacturers in 
the coin-op software business. Most of 
these companies are of Japanese origin — 
names like Sega, Capcom, SNK, Namco, 
Taito, and Konami dominate the industry. 

The coin-op market has been lacking 
the kind of affordable innovation that usu- 
ally comes from many smaller companies. 
The landscape is about to be changed dra- 
matically by the announcement that 
Microsoft Coip. and Intel are entering the 
coin-op industry in 1997. Why would two 
huge corporations like Microsoft and Intel 
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game port and allows ajoystick to be plugged into 
it or the device can be daisy chained with three 
other Sidewinder game pads to allow up to four 
people to play on the same PC. 

‘The Sidewinder game pad also allows you to 
write your own macro so you can program in six 
different (joystick) button functions and combine 
these in one button move," Smith said. Beginning 
in January, the Sidewinder was also being bundled 
with Sega’s Virtua Fighter for PCs. 

Microsoft's IntelliMouse, released last 
November, features a trackball-type wheel that sits 
between two standard buttons. The IntelliMouse 
provides a range of functionality. “For example, if 
I'm in Word 97 and 1 want to move through a doc- 
ument. 1 can scroll by just rolling my mouse (track- 
ball) wheel rather than using scroll bars," Smith 
said. "Or 1 can set it into teleprompter mode so that 
if I want to have it just inch up ray screen as I’m 
reading through a document I can have it do that 
as well. 

“It works great with Internet Explorer 3.0." 
she continued. “If you're searching the Internet and 
want to scroll through a document or move forward 
and backward between pages, you can use the 
wheel for that as well." 

IntelliMouse will be available as a single 
product and will be bundled with Microsoft Office 
Professional at a special promotion price for the 
first three months of 1997. 

Much anticipated gaming software releases in 
1997 include the next version of Myst, Davidson's 
latest version of Diablo, which began shipping this 
month is also expected to be a popular seller. 

Girl Games? 

The year may also see an entirely new category of 
games, specifically designed for female players. In 
a market dominated by products specifically aimed 
at male gamers, the unexpected success of Mattel’s 
Barbie game may spawn offerings for an as yet 
untapped market. 

“1 saw that product last February in New York 
at a toy fair and said, ‘this product will never fly 
because it just didn’t make any sense,"' Wasser 
said. “There’s no girls' market for (gaming) soft- 
ware and up until then the only things that had sold 
were sports titles or fighting games. It was a boys' 
market." 

Barbie finished among the top-selling game 
titles last year and proved that there are many new 
frontiers in gaming software yet to be explored. 

"At the end of the day it comes down to the 
manufacturer bringing something different, with 
some ingenuity to it and [building a product] that's 
a great gaming experience,’' Wasser observed- 
“Thai kind of product will sell and will sell in large 
quantities." 

Dan McLean is a Toronto-hased journalisi who 
specializes in hi/;h-lechnology reporting. 


be interested in the small market of coin- 
op entertainment? 

There are many answers and many 
more possibilities. For the sake of this 
article, I will address the issue of clutter, 
or rather, breaking through that clutter. 
With software companies all trying to 
figure out a way to bodi test and promote 
their latest software products, the coin- 
op market can give a manufacturer both 
immediate consumer feedback, and 
advertising through word of mouth. This 
is the single best type of advertising! 

While the Internet is being used 
more and more, via manufacturers’ Web 
sites as a means of self-promotion, one 
needs to remember that most savvy con- 
sumers realize that all internally generat- 
ed news and reviews are greatly biased. 
Every game is touted as a great game, 
and I’m sure in the minds of all the peo- 
ple that created it — that's what it is. But 
the failure rate of game software is 
exU'emely high and very few are of 
"break-through" quality. Unlike the past, 
today's consumer is very sophisticated 
and savvy, and they have learned to wait 
for the reviews from respected maga- 
zines or a friend’s advice before purchas- 
ing. But, by this time, most manufactur- 
ers have already committed to the pro- 
duction of thousands of CD-ROMS, 
floppies and cartridges, plus advertising 
dollars have already been allocated in 
magazines long before the reviews ever 

Additionally, the retailers are exer- 
cising their rights to return ‘unsold’ prod- 
ucts at the vendor’s expense. If only the 
salesperson at the retail store knew the 
game or played the game enough to rec- 
ommend it! 

The pace and stakes are getting 
higher and higher every month. 

The coin-op market successfully 
gives manufacturers and the design 
teams, lime to “lest” their games in a real 
life market. The results of the testing can 
help the design teams to change or mod- 
ify any glitches, or improve on game 
play where needed. Income reports from 
the cash box. is undisputable. The cash 
box never lies, the coin-op market knows 
just how popular a game is going to be. 
If a game is well received, then the man- 
ufacturer can expect great word-of- 
mouth advertising and instant name 
recognition from the arcade coin-op 
machines, to the retailers shelves. This is 
an advantage that Namco. Sega, 


Capcom, and Konami have taken advan- 
tage of for years. 

For instance, Sega successfully sold 
the Genesis System and Saturn System 
on the strength of its arcade hits. Sony 
Corp. and Namco worked together in 
launching the Playstation with Namco’s 
arcade hits Ridge Racer and Tekken. 

Of course, not every game is going 
to be designed for the arcade type player 
versus the RPG game-type player who 
make up a lot of the home/computer mar- 
ket. But in those instances where arcade 
type play is the goal, traditional home 
market manufacturers should take note 
that the coin-op market is an excellent 
vehicle for the testing and launching of a 

Up until now, the home game 
designer has never been able to figure 
out how to make money in the coin-<^ 
market, nor was there an easy way to 
design and “sell" games into the coin-op 
market. But now. with the home comput- 
er market becoming extremely saturated, 
breaking out of the clutter has never been 
more important. 

It is the smaller companies whose 
livelihoods and incomes depend on 
being innovative, who will most likely 
join Microsoft in the coin-op market as a 
way to break through. Microsoft and 
Intel have announced the development of 
a computer-based platform, and a com- 
mon operating system on which most all 
developers are currently using or imme- 
diately familiar. As the coin-op market 
customer buys these universal computer- 
based game hardware systems, this 
installed base of hardware system will 
greatly increase, and so will the prof- 
itability of the manufacturers who have 
developed a relationship with the coin- 
op distributors who sell into this market. 
It’s going to become a profitable reality 

The coin-op video game market 
represents a direct link to the social habi- 
tats of millions of game players through 
the tremendous base of arcades, pizza 
parlors, video stores, WalMarts, grocery 
stores, bowling alleys, convenience 
stores, bar and taverns, and recreation 
centres around the world, IW' 

Brad Brown is president 
of coin-op games distributor, 

Worldwide Video Entertainment. 

He can be reached at 
WWideVtdeo® aoi.com. 
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OPTICAL STORAGE- 

The 

Optical 

Storage 

Market: 

uiaitiny for the millenniym 

by Jeff Evans 

The basic storage device for most PC users is 
still the good old hard drive — currently 
either SCSI or Enhanced IDE varieties with 
capacities of between IGB and 3CB. 
Offering fast seek time {around 10 ms), a cost 
per megabyte of data storage space of 
between LS and 30 cents per megabyte and 
delivering reasonably simple and standard 
installation, hard drives are a commodity item 
that any computer reseller learns quickly how 
to deal with. 

As the data storage requirements of both 
business and home PC users increase, and the 
critical importance of preserving archived 
copies of data becomes more obvious, there is 
a correspondingly increasing market for alter- 
nutives to a single, internally mounted htu-d 
drive. One solution to the need for extra stor- 
age. especially in a networked business com- 
puting environment, is to add clusters of hard 
drives on a server. Among the highest perfor- 
mance multiple hard drive solutions arc 
RAID arrays. Yet. simply multiplying the 
number of hard drives available to a user is 
not a completely ideal solution. Mass stor- 
age. in cases where instant access is not nec- 
essary, can be achieved much more cheaply 
compared to hard drives by alternative 
means such as tapes. CD-ROMs, or car- 
tridges. 

Storage costs per megabyte for the most 
efficient alternatives are as little as one per 
cent to 10 percent of hard drive costs. One of 
the categories of alternative data storage 
products that has seen great growth in the last 
five or six years is the optical storage market. 



Out With Th« Old M«dia, 

In With The New Media 

The personal computer field has seen storage 
media come and go. The so-called “floptical" 
drive (marketed by lomcga/Bcrnoulli, among 
others), is tolerably easy to install, offers 
compatibility with Mac and PC disk format.s. 
and can accept either traditional Hoppy disks, 
or 21MB floptical diskettes. However, the 
floptical drive is much more expensive than a 
floppy drive, floptical diskettes can't be read 
on rcgulitr Hoppy drives, and the floptical for- 
mat has never caught on to a wide degree. 
And. 21MB is not all that impressive an 
amount of data these days, and some early 
models of floptical had a reputation for unre- 
liability. Higher capacity flopticals have been 
created (over 100MB), but the day nf the 
Boptical may well have passed. Far highcr- 
capacity alternatives are coming down close 
to its price point, and easily beat its co.st-pcr- 
megabyte of data storage (a steep $I/MB). 

Magnetic tape is a very cheap (around a 
penny per megabyte) storage medium, and it 
has been around for many years. However, 
tape is a 'linear' storage medium — the tape 
must be wound to the segment with the data 
the user is looking for, before it can be read 
— and it is only popular for making backups 
where seek time is not an issue. It has found 
its user base mainly at the high-end of the 
computing field, as an archiving and backup 
tool for large mainframe computers, network 
servers and workstations. It hasn't been huge- 
ly popular with the average end-user, and 
seems destined to decline as an inferior tech- 
nology. 

The best of the new optical storage 


media, on the other hand, offer a range of 
price/performance features that place them in 
the middle ground between hard drives and 
tape systems. "Optical storage” refers to tech- 
nologies that utilize finely controlled beams 
of light to read and/or write data on a storage 
medium. Recordable compact disk systems 
(CD-R), flopticals, CD-PD drives, and mag- 
neto-optical systems (MO) fall into this cat- 
egory. There are a variety of CD-ROM for- 
mats in existence, but in North America, the 
market has pretty much standardized on one 
4.75-inch format, which is readable on itny 
standard PC. and frequently on the Mac ns 
well. Current CD-R disks typically have the 
same storage capacity as a regultu' read-only 
CD-ROM, about 6.50MB. 

Magneto optical media are not quite as 
standardized, nor us likely to be compatible. 
There are a variety of MO fonnats, and two 
common media sizes — 3.5-inch and 5.25- 
inch. MO storage capacities, unlike CD-R. 
have been increasing steadily, to a current 
maximum of about 4.6GB. 

Optical storage systems are useful for 
creating copies of very large amounts of data, 
such as digital video tutd audio, multimedia 
software, databases, and scanned images of 
printed document.s. CD-R and MO both have 
characteristic advantages and limitations that 
give them a competitive edge under some cir- 
cumstances and not in others. 

Why Magneto Optical? 

First developed by Sony in 1988 i"the result 
of 50 years of integrated-system research”), 
MO technology involves magnetically chang- 
ing the surface characteristics of a layer of 
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crystals so that the difl'erence can be detected, 
and data read, by a laser light. Magneto 
Optical technology enjoy.s a coapic of advan- 
tages over CD-ROM. For one thing, car- 
tridges are erasable and re-usabie. allowing 
the user to deietc unneeded data and write 
new data onto the disk. MO drives are .sold by 
a few manufacturers to a wide range of 
OEMs, who package them with driver soft- 
ware and interface cards and cables. For the 
business network market, various OEM ven- 
dors sell jukebox MO systems that can hold 
and access dozens of cartridges. 

For the home PC user. MO drives are 
competitively priced with CD-R drives, and 
are rehitively easy to install. MO technology 
ha-s rapidly gained wide acceptance, and new 
generations of higher capacity MO canridges 
are being released regularly. New MO car- 
tridge formats are typically backwards-enm- 
putible with the two previous generations of 
cartridges, according to a Hewlett-Packard 
representative, and so upgrading from older 
to newer MO systems is easy. MO can expect 
to experience serious competition from 
Digital Video Disk CDs when recorders for 
DVD become available, in .several years. 

Generally, to re-use an MO cartridge, 
the user has to go Ihntugh an erase cycle and 
then a copy cycle. Maxtor recently 
announced a quick-rewrite disk format that 
speeds up rewriting considerably. An addi- 
tional advantage of MO is durability: the re- 
cording surface is sealed into a well protected 
'clean' casing. Sony guarantees the datastor- 
age capability of its cartridges for 50 years. 

On the down side. MO cartridges can be 
relatively expensive: about $95 for a blank 
4.6GB disk, considerably more than the cost 
of a backup tape or a blank CD-R disk ( a lit- 
tle over two cenis/MB). Also, magneto opti- 
cal drives, which are required to read the 
disks as well as write them, are still not all 
that common. If you want to give a file con- 
tained on an MO disk to some other PC user, 
the odds are that you’ll have to copy it off of 
the MO disk onto your computer hard drive, 
and find some other way (via network. 
Internet, compressed file on multiple flop- 
pies. or recordable CD) to transmit it to the 
other person’s computer. 

Of course, where the end-user is 
employing the MO drive only as a personal 
backup system fur his or her PC, or if the MO 
disks are accessible from a disk library or 
■jukebox' on a network, this lack of pervasive 
installed base of MO drives is not a problem. 
If the Japanese market is any example, sales 
of MO drives could blo.ssom quickly in 1997 
and 1998. In 1993. the first year MO drives 
started to take off, sales were 1 10.000 units: 


in 1994 — 304,000, in 1995 — 475,000. and 
in 1996, nearly 700.(XXI. Fujitsu accounted 
for 5 1 per cent of MO drive sales. The other 
major players internationally are IBM. 
Matsushita, and Sony, plus OEM systems 
makers like HP. 

Why CO-R? 

The main benefit of Compact Disk- 
Recordable systems is that they produce an 
end product (a CD) which is widely compaii- 
hle and easily distributable. Most mainstream 
multimedia-capable PCs have a CD-ROM 
reader that will read a CD-R disk. The blank 
CD-R disks are cheap — as little as $12. for 
650MB- Here we see the synergistic effect of 
several trends coming together: pervasive- 
ness of CD-ROM drives on PCs: economies 
of scale as CD-R caught on, resulting in 
lower drive costs; and standardization on one 
format. Those trends have combined to make 
CD-R very papular, especially for individual 
PC users. With CD-R. you can ’publish' your 
own personal CD-ROMs and distribute them 
to almost any other computer user. None of 
the other optical media offer the same capa- 
bility to the same degree. 



CD-R prices are dropping constantly 
and rapidly. The street price for an internal 
CD-R kit has fallen as low as $725 recently. 
If prices continue to drop to the $5(X) range. 
CD-R might well push other technologies out 
of the space, at least until recordable DVD 
becomes available. 

Downsides to CD-R include often tricky 
installation procedures, the fragility of the 
CD-R disk.s, and the inability to erase files 
and re-use the CD-R disk. Also, there is a 
strong suspicion by many industry experts 
that, while regular CD-ROM disks will be 
readable on the next generation of DVD CD 
readers, existing CD-R disks will not be read- 
able. barring some major work-arounds. 
Why CD/PD? 

The newest kid on the optical storage block is 
tlic CD Player/Phase Change Dual Recorder 
drive. This is an intriguing .system composed 
of a recording device that employs phase 
change technology to make 650MB disk.s that 


can be read on any PD reader, while the drive 
also has the capacity to read regular CD- 
ROM disks. 

So, for under $1,000 you gel a first rale 
optical storage recorder and a decent (4X or 
6X) CD-ROM reader. Blank PD disks co.sl 
about S50 for a 650MB re-wrileable disk 
(about 8 cents/MB). The PD drive works by 
focusing a laser beam onto microscopic crys- 
tals on a disk surface, and creating changes in 
the refieciiviiy that the laser can detect, and 
interpret as data. As well, the software devel- 
oped for the CD-PD drives is first rate and 

The downside, of course, is that this is 
yet another '’.standard” which may or may not 
be around for awhile. 

Market* For Optical Storage 

The market for optical storage .solutions cun 
he divided into two practical segments. First, 
there is the corporate market, which makes 
large-scale use of MO for archiving (espe- 
cially of scanned documents), and which 
most frequently relies on the network to give 
users access to CD or MO archives, rather 
than giving each end user an MO drive on his 
or her PC. 

The other MO market is the SOHO 
(Small Office/Home Office) market, where 
the CD-R or MO drive is attached to an end- 
user's machine. The corporate market is gen- 
erally served by VARs. Hewlett-Packard has 
'hundreds' of MO library VARs in North 
America and 'dozens’ in Canada, according 
to HP representatives, while the SOHO opti- 
cal market is handled by retail operations that 
have cho.sen to carry CD-R or MO drives and 
materials as pan of the product line. 

Pricing Trends 

For both resellers and end-users, one of the 
reasons that sales of optical storage devices 
for the individual PC user have been able to 
jump so quickly has been a rapid downward 
trend in price. End-users can rent CD-R sy.s- 
lems for less than $60 per day. or have CD- 
duplicaiion done for under $20 per disk. 

Street prices on CD-R kits in Toronto at 
the end of 1996 ranged from: .$725 for a 
Sony 924s (ini.); to $785 for a Smart & 
Friendly two-speed writer kit; through $779 
for a JVC XR-W20I0; SS52 for a Pinnacle 
Micro RCD-50401: $885 for a HP 60201; 
$1,069 for a HP 40201: and $1,050 for a 
Yamaha 4X CD-R kit. Blank CD-R Disks 
from KAO, Ricoh and TDK arc in the $9 to 
SlOrange- 

Th» Major Players 

There arc several major suppliers of CD-R 
and MO systems active in the Canadian 
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tnarkei, including Hewleu-Puckard. Miisumi. 
and Pinnacle Micro. Hewlett-Packard U 
notable for being a .supplier of both CD-R and 
MO systems (it manufactures CD-R systems 
through a subsidiary it acquired a couple of 
years ago. and is an OEM customer of a man- 
ufacturer of MO drives). 

DynuTek. a Canadian company, has 
recently introduced the DynaTek PCD650. a 
dual-function rewriteable PC/CD-ROM sys- 
tem with a suggested list price of S995 US. 
The company also has a high speed 4X CD-R 
system aimed at the corporate market, the 
CDM400. which has a suggested retail price 
of US$.1,695. 

JVC produces a line of CD-ROM library 
systems, including the MC-1200 (200 disks), 
and the MC-I6(X) (600 disks). The company 
also makes a Personal Archiver Pius CD-R 
system, and recently announced some inge- 
nious uiiliiy software — ihe JVC Extensions 
Software, which utilizes "Variable Packet 
Writing." to enable direct recording lo a CD- 
R disk, as though ihe CD-R drive was just 
like any other removable storage device. 

Pujilsu has been one of the most aggres- 
sive evangelists for MO in the Canadian mar- 
ket. with a scries of well-engineered, easy-to- 
use, well-supported MO products. In mid- 
1996. Fujitsu Canada announced the world's 
first 1,.5-inch 640MB MO drive, nearly 
tripling the capacity of earlier MO drives. 


FlI|lU|U UO (Irivu 



Hewletf-Packurd was interested 
enough in the potential of CD-R to acquire 
another company that had developed some 
promising, low-co.si CD-R technology, and 
actively develop and market a line of CD-R 
systems. The HP SureSlore CD-Writer is 
pretty ntuch the standard in price/perfor- 
mance by which all the other CD-R systems 
on the Canadian market are judged. They 
come with a complete software suite, com- 
patible with Window 3.1. Windows 95 and 
Window For Workgroups. HP announced 
three new CD-R solutions in December, 
1996. the 6X family including the SureSlore 
CD-Wriicr 6020, un external unit, the CD- 
Wriicr 6020es, an external SCSI version, and 
the CD-Writer 602(lep, an external parallel 
port version, with particular application to 


noiebiwk computer users who need a trans- 
portable CD-R option. 

HP also has a hand in virtually every 
other mass storage technology, optical or oth- 
erwise. Its CD-ROM and MO jukeboxes are 
the dominant choice in the corporate data 
archiving and library markets. According lo a 
Hewleil-Packurd rep, the company will be 
watching the progress of DVD technology 
closely, and can be expected to ofl'er DVD 
solutions when Ihe technology and the market 

Matsushita (under its Panasonic sub- 
sidiary and name) makes Ihe CD-ROM and 
Optical 2 in I PD drive, which combines in 
the same mechanism Ihe ability to read and 
write 65()MB PD disks, and to read Audio 
CD. CD-R (read onlyl. Kodak Phoio-CD and 
CD-ROM disk fomials.The drive is available 
in both internal half height and external mod- 
els. with simple plug and play Installation. 
Blank PD disks arc sold by a variety of ven- 
dors. including Plasmon. 

Mil.sumi Electronics, the world's 
largest producer of PC peripherals, is one of 
the principal manufacturers of CD-ROM 
readers, having manufactured .seven million 
of them in 1995. The company has recenily 
unveiled its llrsl CD-R drive, a leading-edge 
product called the C-2600TE 2X/6X CD-R. 
This is the first CD-R drive lo feature the new 
Enhanced IDE (ATAPI) CD-R Interface. 
Originally released at the Fall 1996 Comdex 
show, the prcxluci is designed to be extreme- 
ly user-friendly and simple lo insluil on a 
Windows 95 PC. The drive cun write at 2X 
speed, or 300 KB/see, with a very low error 
rate. The drive can also be used to read data 
from CD-R or regular CD-ROM disks at a 6X 
rale, or 900 KB/see. “As the leading manu- 
facturer of CD-ROM drives. Miisumi has 
taken ull its experti.se in developing high- 
quality. easy-to-use, affordable products and 
applied that knowledge to the CD-R drive 
market." according to a Miisumi rep. 
"Customers told us that CD-R drives were 
loo hard lo set up. so Mil.sumi designed a CD- 
R drive with an ATAPI interface. Customers 
also told us that many CD-R drives are too 
slow, so we made the CR-2600TE fast 
enough to double satisfactorily for a CD- 
ROM drive." The suggested list price of Ihe 
CR-2600TE i.s US$599. 

Miixoplics makes a 5.25-ineh half- 
height MO drive that can accommodate 
2.60B. 1 .3GB and 65()MB media. 

Pinnacle Micro offers a wide range of 
MO products, including the Tahoe 230. 

NEC has announced its own PD/CD 
drive — the ODX65 1-00 1 (product code, OP- 
220-PD-SCSI). SCSI-2/ HIDE (ATAPI) 


based dual recorder/reader. NEC. which was 
a major player in the high performance CD- 
ROM reader market, has recently found itself 
being pushed out of the CD-ROM market as 
a product glut pul prices through the floor. 

Plasmon debuted nine new optical stor- 
age products at Comdex/Fall in Las Vegas, 
including three new CD-ROM libraries (120, 
240. and 480 disks). The new CD-ROM 
library models supplement Plasmon's exist- 
ing M-Serics MO jukebox line. The company 
also released three new CD-R libraries, which 
offer CD recording capabilities over a net- 
work, and three PD/CD Libraries, which 
offer combined PD rewriteable disks with 6X 


Plasmon also has u PD/CD drive, plus 
what it claims is the fastest MO drive on the 
niiukct — the 2.6GB DW260. The DW260 is 
a half-height 5.25-inch drive, which employs 
Light Intensity Mndulaiion Direct Overwrite 
ILIMDOW) technology to write data in a sin- 
gle pass of the disk, rather than two passes. 
The DW260 Is fully compatible with existing 
MO disks, including 2.6GB WORM and 
LIMDOW disks, and earlier 1.3GB. 1.2GB. 
650 MB and 6(X)MB formats. Suggested list 
price for the DW26(I is USSI.995 (internal) 
and US$2()95 (external). Plasmon also 
recently introduced faster direct overwrite 




CD-ROM reader capabilities. Prices for the 
new robotic library models range from about 
USSIO.OOO to US$18,000. and up. A library 
system is essentially a large casing that holds 
up lo 480 disks, with robotic manipulator 
parts that select a disk according to a user’s 
request, and send the disk's information over 
a network to one or more users. 
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2.6GB MO Libruries. 

Ricoh manufitctures an external 1.3GB 
RS-5060E optical drive, with 'Mobilily' I'or- 
malling software from Apunix, for greater 
compatibility. 

2000 AD: The Coming 
Of Recordable DVD 

The bigge.si revolution in software publishing 
and distribution over the next couple of years 
is likely to be the advent of Digital Video 
Disk format on a large scale. This format, 
which can store between 4.5GB and 14GB on 
a 4.75-inch CD, is likely to build slowly at 
first. There vrill be a need for appealing soft- 
ware (such as movies) to appear in this format 
to spur sales, and one key bit of hardware — 
MPEG II decoding devices, will have to 
become cheap enough so as not to inhibit 
sales. For DVD to become a viable mass stor- 
age technology for backing up or archiving 
the contents of a hard drive, low-cost record- 
able DVD (DVD-R) will have to become 
available. Depending on whom you talk to. if 
low-cost DVD-R is even practical, it is likely 
anywhere from three to seven years off 
However, almost every manufacturer and 
dealer CCW talked to, believes that if DVD- 


R does come, it might stand the best chance 
to become the standard for optical storage 
after the year 2{XI0. 

Buyer and Seller Beware 

Like many other areas of computer technolo- 
gy. the pace of change in the optical storage 
market is so fast that both resellers and end- 
users are constantly at risk of getting stuck 
with an incompatible, non-upgradeable. 
unsupported technology. No optical storage 
product should ever be represented as any- 
thing hut a temporary solution, just as the 
5.25-inch floppy was. 

Profit margins on individual PC optical 
storage drives are likely to decline as a few 
popular types become mass-produced und 
widely used, and “commodification" sets in. 
There will always be larger margins in selling 
high-end optical jukeboxes to corporate net- 
work cu.stomers, but these customers ure 
fewer in number and require the reseller to 
acquire higher technical skills and endure 
longer sales cycles. It" 

Jeff Evims h Tomiiio EdUorfor Ctmuditm 
Computer Wholesaler. He can be reached 
al jeff9lipoii.com. 


For more information, contact: 

3M Co,: (612) 736 5961 

Apunix: 1-800-827-8649, fittp://www.apunlx.com 
DynaTsk: 1-8QO-4S1-8055, http^/www.dynatek.ca 
Fulllsu Canada Inc.: (905) 206-2722 
Hewlett-Packard (Canada) Ltd.: 1-800-387-3867, 
www.dmo.external.hp.com/cdwriler/ 

Hitachi America Ltd.: http://www.hltachi.com 
IOMEGA (Bernoulli): 1-800-456-6522. 
1-800-777-6654 

JVC Intormallun Products Co. ol America 
(714) 261-1292, http://www.lvcinfD.com 
Maxell: http://www.maxell.com 
Malsushita Electric Industrial Company: 
(201)348-7212 

Mitsumi: (408) 970-0700, http://www.mitsumi.com 
Panasonic Communications and Syslems 
Company: (201)348-7212, 

WWW. panasonlc.eom/PCSC/PCPC/multimedia/ 
PInnacIa Micro Inc.: 1-800-553-7070 
Plasmon Data Systems Inc.: 

1-800-451-6845, (612) 946-4100, 

http://www.pla5mon.com 

flicoh: httpJ/www.ricoh.co.jp/cfl-r/ 

Sony Electronics Inc.: 1-800-325-7669 
SyQuest Technology Inc.: 1-800-245-2278 



Model 5600 Performer 
Complete with e 12.1' SVGA LCD, 
up to Pentium l66MHz Performance, 
Built-in ax CD-ROM Drive, Removeble 
Hard Drive, Floppy Drive and Battery, 
ell Simultaneously Integrated into an 
ergonomic case, and with options like 
MPEG Full Motion Video Module, the 
Angel Performer is simply: 

Extreme Powerl 


Notebooks 


Experience the Advantage 


Model 5800 Performer Plus 

The next generation of the Performer Series, 
with the following enhancements: 
Pentium 200MHz Performance and 72MB RAM, 
6A-bit PCI Bua with 2MB EDO Video RAM, T.V. 
f Out Port with MPEG as standard, 3 PCMCIA 
Type II Slots with Zoom Video Support, Ouracell 
Battery Pack support AND MORE. 


Model 560d PresentCT 
Three easy steps is how far you are from 
transforming your Angel Presenter Notebook 
nto a complete multimedia praaentation theatre. 
With a specially designed, easily removable ^ 
LCD Back Panel, and unique Support System, 
ell In one carrying case, you no longer need to 
carry the weight of an external LCD panel. Get 
the Preaentar, and get the show rolling 


Angel Noiehociks arc Assembled by: Canediun Advanced Industries Ltd. 

405 Britannia Rd. East. .Suite 23, Misaissauga <>nt- Tbi: (905) 50I-837S Toll Free: (888) 32ANGEL (322-6435) Fax (905) 501-8376 


np./Avww cewneg.c 


February 1997 WHOLESALER 29 




by Jazz Bhooi, Tim Binglumi-Wallis and Steve Halinda 


The Dilemma 

Do you hear this question? “Should I buy a Pentium Pro or wail for a 
even faster processor'?" 

This dilemma will always remain- Of course, the buyer must be 
willing to put out the extra amount and justify the expen.se. For the 
speed demons, there is yet an even faster processor — the DEC Alpha 
runs at a clock speed of 333MHx, but be prepared to write your own 
code, at least for now. 

For nio.st buyers, the choice is made by the cooperation between 
software developers and hardware manufacturers. This is a symbiotic 
relationship. If you customers haven't realized yet. Windows 95 is the 
next ‘DOS' — in the sense that if they haven't made the switch to 
Windows 95 — they will. When customers do upgrade, the probabili- 
ty that they will also purchase a Pentium-based system is very high, 
simply because Windows 95 is optimally designed for a Pentium- 
based system. Consequently, both Microsoft and Intel will add anoth- 
er coin to their gold pot.s. Furthermore, many software packages and 
upgrades are only being ofl'ered for the Windows 95 platform. 

What Is The Market? 

So what does all this power do. and who can benefit from it? No doubt 
the performance PCs described above represent serious computing 
power and are probably geared more toward the power user, the mul- 
timedia profession- 

No doubt these performance PCs represent serious computing power, 
and are geared towards the power user, 
the multimedia professional and for business use. 


More and mnre power is being bestowed upon computer users, at a 
rapidly increasing pace. So much so. we are witnessing the emergence 
of a new breed of computing machine. That next new kid on the PC 
block is the high-perlormance PC. These all-in-one power boxes have 
the word 'speed' written all over them — and for good rea-son. They're 
boasting ultra fast processors, lurbo-eharged video, complex multime- 
dia capabilities, speedy CD-ROMs, really fast hard drives and they’re 
communications-savvy. 

In mid-1996, Intel introduced the 20l)MHz Pentium processor. 
Since then, its price has dropped down to the 'affordable by many' 
level. As the cost of the 200MHz processor decreases, more and more 
people arc purchasing both systems including both tliat processor and 
its complementary high-performance components as well. 

Today's High Performance PC 

•So what really makes up a high performance PC? 

It begins with the processor, a top-of-lhe-line 200MHz Pentium 
or Pentium Pro. Then add an envious amount of RAM. somewhere in 
the neighborhood of 32MB to 64MB. and a quick hard drive — one 
that minimizes the data transfer time between your drive and the CPU. 
(For example, an IDE drive with specifications .something like Ihe fol- 
lowing: a spin rate of at least 3.600 RPM, a transfer rate of about 2.500 
and an accc.ss lime of less than 1 1ms. 1 Throw in a VRAM or WRAM 
quality video card, 
and lop that off with 
a 33-6Khps speedy 
voice/fax modem and 
a 1 2X CD-ROM. 

With all this talk 
of P200s. let's not 

forget the PI33 and PI66 processors. The P200 is approximately 12 
per cent faster that a P166 and costs about $1.50 to $200 more. A 12 
per cent speed boost for Windows NT Server 4.0 is much welcomed 
by many network professionals — thus Justifying a P200 based sys- 
tem. Otherwise, a 12 per cent increase really isn't all that attractive 
(versus a PI 66 based workstation) for the average home or office use. 


al and for bu.sincs.s 
. For the power 
r. such a system 


becomes another 
toy to learn from. 

For producers of multimedia content, such a system satisfies the need 
fnr raw power and speed required by graphics design and audio/video 
editing. But perhaps Ihe best-suited environment for this class of 
machines is a commercial application. Such systems are proving ideal 
as network file servers and now more than ever — Internet servers. 
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Incredible features for tomorrow, 
the NEW TX MAINBQARD 97. 



Optimized 

SDRAM 

performance 


SPEEDEASY 

Jumper free for 
CPU speed setting. 

MMX 

ready 


USB 

Provides a hot Plug 
and Play ports for 
medium bandwidth 
peripheral. 

(e.g. keyboard, 
mouse, serial port 
etc). 


BUS MASTER-IDE 

Improves IDE devices performance by 
offloads the processor from lime 
intensive task of IDE devices. 

Ultra DMA 

Boosts IDE devices performance up lo 
33MB/S. 


Intel 430TX 

The latest Intel chipsels 
using BGA technology. 



P5I430TX TITANIUM I 


ATX Form Factor 
Also Available 


RcviKC contact the followir^ ufKces hv your local QDI dealei 
QDI COMPUTER (CANADA), tNC. 

75 Shields Court, Unit 4, Markham, Ontario, L1R 9T4 
Tol; 1-905-1)403827 Fam l-9[»-94097«9 
QDI COMPUTER IVANCOUVER), INC. 

Unil4, 13520 Cl^'sUvood Place, Richmond, B.C. Canada Vh' 

Tel: l-604-278fi789 Fax: 1-604-2788918 

QDI COMPUTER (MONTREAL), INC 

2845 Halpem Street, 51. Laurent Quebec, H45 1P8, Canada 

Tel:l-514-.53.‘l6ail Fa.: I-5I4-3356822 


CeBit 97 

March 13 - 19, 1997, Hannover 
Booth No. F36, Hall 012 



WORLD CLASS MAINBOARD 



LAB TEST 




Suggested Retail Price: $2,599 
Reseller Authorization: 

?D Micro sells only to uiithorized resellers. 

Marketing Support For Resellers: 

Co-op advertising and marketing funds. 

Reseller referrals and 1-8(X) tie-in to resellers. 

POP displays. 

Maintenance And Technical Relationship With Reseliers: 
Three-year warranty includes parts and labor. 

Optional extended warranty. 

Reseller training seminars. 

Dedicated technical BB.S. 

Dealer-specific space on Web site. 

Web site includes technical information and drivers. 

Channel E-mail: info@jtdmicro.com 
Market Positioning: 

"We configure our system as a high-end business multimedia 
workstation, said a 3D Micro spokesperson. 



Editors' Notes: 

IPC computers have been 
known to have neat little 
gadgets which tend to be 
an easy sell to most cu.s- 
lomers. An example is the 
internal ISA radio receiver, 
complete with software. This 
month's system contains fairly 
common components, .such as a 
video card from ATI and a 1 .6GB hard drive from Fujitsu. Most 
customers will pmbably want to upgrade the amount of RAM on 
the video card to 2MB. especially considering the small price dif- 
ference. Popular software titles like Microsoft Encana %, Golf. 
Dangerous Creatures. Works and Money are also included. For 
game buffs, Virtua Fighter from Sega will be an added bonus. The 
.system's performance was lacking, due mostly to the combination 
of the I MB video and slower hard drive. 


Adwanc^nterfac^xorej^Jicr^lM 

Suggested Retail Price: $5,799 
Reseller Authorization: 

Reseller candidates cannot be geographically located near existing 
authorized dealers. Authorization is at the discretion of the 
company. 

Marketing Support: 

National end-user advertising. 

Dealer referral program, 
l.ocal product shows. 

Marketing materials. 

POP display. 

Product training. 

Maintenance And Technical Relationship: 

Optional on-site service is available. 

1-801) toll-free technical support. 

Product information on Web site. 

A depot warranty is available for both resellers and end-users 
across Canada. 


Volume Discounts: 

On a per-order basis. 

View Of The Market: 

The company says; 

"Multimedia is becoming 
the trend in PC markei. 

More than 80 per cent of 
our desktop systems are 
MPC equipped." 

Editors' Notes: 

This system from Express Micro was the fastest Pentium we've 
ever tested. Included in the machine are nothing but First-rate 
components, such as a Matrox Millennium video card with 4MB 
on board, plus the MPEG XL hardware add-on. The Quantum 
4.5GB Allas uses an Ultra Wide SCSI interface, and is connected 
through Adaptec's 2940UW controller. Multimedia accessories 
include the latest Sound Blaster AWE64 from Creative Lab.s and a 
Five-disk I OX changer from Panasonic. A truly exceptional sys- 
tem. and a dcFinite winner. 



HP Vectra 500 

Suggested Retail Price: $4,435 
Reseller Authorization: 

Resellers are authorized through HP's national distributors. 
Market Positioning: 

"The HP Vectra 500 with a 200MH? Intel Pentium is positioned 
for the small business owncr/operatnr that needs high-speed, reli- 
able computing power as well as top-notch support. Although 
designed specifically for small busines.ses that have little or no 
MIS staff inicmally. the Vectra 500 provides all of the features that 
small companies need to function like large corporations.” accord- 
ing to HP sources. 

Editors' Notes: 

HP's evaluation system this month was from the Vectra 50(1 series. 



Our test unit came equipped 
with a Matrox Millennium 
video card containing 
2MB of WRAM. and a 
2.5CB Quantum hard 
drive, which definitely 
aids in the overall system 
performance. Multimedia 
components include a Sound 
Blaster 16 sound card, and an 8X 
CD-ROM drive. A feature very rare 
among many systems is the included MS Office Professional CD- 
ROM. This is great package, and backed by one of the industry's 
giants with a three-year warranty. 
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We've got 
Canada covered! 



Each month, we publish 10 Print Editions, 3 Internet Editions, 
and operate a Hardwiu'e Testing Facility. 



Dominate the Canadian Computer Market 
Advertise in Canada’s Leading Computer Pubiications 


Canadian Computer Wholesaler i604) 608-2688 / (416) 535-8404 
The Computer Paper National Ad: (416) 588-1580 Vancouver: (604) 688-2120 Calgary: (403) 228-3355 
Alberta. Saskatchewan, & Manitoba: (403)228-3355/ 1-800-407-3355 Toronto: (416)588-1580 
Montreal: (514) 843-4770 Ottawa: (613)789-6431 Halifax: (902)457-4390 
Computer Player! B.C. 1604} 608-2688 Toronto Computes! Toronto: (416) 588-6818 
Ottawa Computes! Ottawa: (613)789-6431 Quebec Micro! Montreal: (514) 843-4770 


LAB TEST 


^omgucm^jPTgMX^O^^^^^ 

Suggested Retail Price: $4,635 
Street Price: $4,535 
Reseller Authorization: 

Resellers eun'l be nearby lo an exisiing authorized reseller. 

Marketing Support For Resellers: 

Co-op advertising- 
Reseller referrals. 

Marketing materials, like brochures and awards copies. 

Maintenance And Technical Relationship With Resellers: 
Three-year warranty includes parts and labor. 

Resellers receive technical update.s. 

Volume Discounts: Available 

0etno Unit Availability And Restrictions: 

There is a 10 per cent discount on demo unit pricing- 

Channel E-mail: 

coinpLici>n_bct{' coinpucon.ci>ni 



Market Positioning: 

‘'This product is ideal for 
u.scrs looking for high- 
performance multimedia 
sy.siems at home or at 
work," said Alan Ng, at 
Compucon. "It also tar- 
gets markets in desktop 
publishing and CAD due to 
it-s extremely good performance 
in 2-D graphic environment." 


Editors' Notes: 

Making up the system are high-grade components like a 4MB 
Matrox Millennium video card, a 4.3GB Ultra Wide SCSI hard 
drive from Seagate. 32MB of EDO RAM and 512K of pipelined 
cache. The operating system which ships with the machine was 
Windows NT 4.0. but we had to run our tests under Windows 95, 
in order to remain consistent and fair to the other competitors. 
Thi.s fine system managed to place second fastest in this survey. A 
high-performance system, definitely worth considering. 


Suggested Retail Price: $2,630 
Street Price: $2,390 
ffesef/er Pnce;S2.l90 
Marketing Support For Resellers: 

National advertising. 

Maintenance And Technical Relationship With Resellers: 
One-year warranty includes parts and labor, 

Web site includes technical information and drivers. 

Demo Unit Availability And Restrictions: 

Demo units are available with three days notice. Any customer 
configuration is possible, and a deposit is required, 
fysrem Strengths: 

Daiwa said: "We emphasis fast delivery, quality control and fast 
RM turn around time. We aim lo support small- to medium-sized 



resellers who want prompt 
services and direct support. 

Editors' Notes: 

Daiwa computers are 
well-known around our 
labs as the ones with all 
the right stuff, at a great 
price. The unit consists of 
components which customers 
will find very attractive. For 
example, video is produced by a 
Matrox Millennium accelerator with 2MB of dual-ported WRAM 
on-board. Storage comes in the form of a 2.5GB drive from 
Western Digital. Multimedia components include a Sound Blaster 
32 sound card, a Pana.sonic I2X CD-ROM drive and a USR 
28.8Kbps fax modem. 


Empac Azura 

Suggested Retail Price: $2. 1 99 
S/reef Pr/ce.‘ $2,099 
Reseller Price: $ 1 ,899 
Marketing Support 
Reseller refenals. 

National advertising. 

Maintenance And Technical Warranty: 

Two-year warranty includes ptuis and labor. 

1-800 lech support for resellers. 

Dedicated technical BBS. 

Web site includes technical information and drivers. 

Volume Discounts: Yes. 

Demo Unit Availability: 

Subject to restrictions, with one per dealer. 

System Strengths: 

Said Enipac's Susan Hu: "(It's a) customized system with good 



lech support and excellent 
warranty .service." 

Editors' Notes: 

The Azura system.s. while 
fairly new to our Lab Test, 
have managed to surprise 
us every now and then. The 
configuration includes a 
Pentium 200MHz processor, 

512KB of pipeline burst cache, and 
32MB of SDRAM. One unique feature 
was the Diamond Stealth video card with 2MB of EDO RAM. 
Systems equipped with these cards lend to score high marks in the 
area of our benchmarks — which deal with graphics-intensive 
applications. Also included were; a 2_5GB drive from Seagate, a 
33.6Kbps fax modem and a 12X CD-ROM drive from Panasonic. 
This machine managed to achieve an impressive score of 159 on 
our benchmark suite. 
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LAB TEST 


Darius Discovery 

Suggested Retail Price: S2,928 
Street Price: S2.888 
Reseller Price: $2,450 
Warranty: 

Optional two- or three-year warranty. 

Marketing Support For Resellers: 

Co-op advertising. 

Reseller referrals and system brochures. 

Maintenance And Technical Relationship With Resellers: 
Sixty-day DOA is pre-paid both ways with shipping on defective 
systems. The company cross-ships components (for example, 
video card, hard drive and floppy drive) occasionally for resellers 
so that they can also replace the defective components, saving 
down time for their customers. 

Volume Discounts: 

Volume discounts are available for resellers who are dealing with 
purchase plan orders for educational institutions or corporate 
employees. 

Demo Unit Availability And Restrictions: 

Demo units can be purchased at a slightly lower price tltatt the 
usual reseller price on system. The company is implementing a 
program for resellers to purchase one demo system from selected 
system configurations, every three months. 

E-mail: darius@istar.ca 



Market Positioning: 

“We feel strongly that mul- 
timedia-based computer 
systems will be a stan- 
dard. as 90 per cent of the 
systems we are shipping 
now are equipped with 
CD-ROM, sound card, 
speakers and modem. With the 
focus from Intel on MMX and 
DVD standardization, multimedia sys- 
tems will become a 'MUST' for system dismbutors when they 
configure ttny computer system bundle.” said Jennifer Chan, of 
Darius, “We will follow the demand from our resellers. For exam- 
ple. we currently offer 1 2X CD-ROM as an upgrade from 8X and 
DVD will be available as an option in March." 


Editors' Notes: 

This system from Dariu.s features a Diamond Stealth 3-D 2240 
video card with 4MB of EDO RAM onboard, a Sound Blaster 16 
from Creative Labs, a 1.7GB hard drive from Fujitsu and a 
33.6Kbp.s voicc/fax modem from USR, which can be upgraded to 
X2 technology when available. Also included in the package is a 
pair of speakers from Yamaha and an 8X CD-ROM drive by Sony, 
The popular Corel WordPerfect Suite is also bundled, with the 
option of choosing Lotas SmartSuite 96 at no additional charge. 
Overall system performance was good, with a score of 151 on our 
BAPCo benchmarks. 


IBM S78 


Suggested Retail Price: S4,99‘i 
Marketing Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

1-800 tie-in to resellers. 

POP displays. 

Maintenance And Technical Relationship With Resellers: 

Three-year warranty includes parts and labor for one year. 
Reseller training seminars. 

1-800 tech support for resellers. 

Det^cated technical BBS. 

Web site includes technical information and drivers. 

Volume Discoonls:No. 

Demo Unit Availability And Restrictions: 

Usually 60 days. 

System Strengths: 

According to an IBM spokesperson, the Aptiva is set apart 
through: “High performance; split-system design; media console 
and distinctive monitor stand; Total Image Video offering full 
screen action; theatre sound with CD-quality 3-D Qsound; total 
communications, including Ring Central Software, a 33.6Khps 
modem; Wake Up On Ring; cordless mouse; joystick; Internet 
Connection Phone; and the 'Super Ofl'cr' (which allows users to 
choose one of five value-add options,)." 



Editors ' Notes: 

It's black, it's sleek, and it's 
new from IBM. Part of the 
new “S" series, this model 
S78 is a good example of 
"computer renovation.” The 
entire system is composed of 
three main pieces — the mon- 
itor. media console, and the 
tower case. This design allows the 
user to place the monitor and media 

console on the desk, and to conveniently hide the tower case under 
the desk. 

The media console houses the CD-ROM and floppy drives, 
which saves the user from having to crawl around under the desk 
to insert disks. The S78 uses ATI's new 3-D Rage chipset on a 
2MB video card, and IBM’s own 3.20B hard drive which is both 
fast and contains plenty of storage space. The combination of a 
28.8Kbps fax modem and 16-bit sound is achieved using IBM’s 
MWave card. 

The package contains many popular software titles, includ- 
ing Microsoft Encarta 96. Lotus .SmartSuite 96, Quicken SE, 
MechWairior 2 designed for the 3-D Rage chip.sel. VR Soccer, 
TripMaker 1996 SE, and others aimed at younger children, in the 
edutainment category. To help defeat those Mechs is a high-qual- 
ity joystick with buttons galore, and a cordless mou.se. 
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I Designed for 


It runs with 
NetWare 


Microsoff 


Windowf95 


MODEMS 


POWERCOM is a leading manufaclurnr of UPS, Modems, and Networking Products. 
We offer a complete line of products, and provide quality service to our customrs. 


UPS-KING SERIES 
UPS + AVR 


Compact 


Powerful! 


Manufactured by. 


Distributed in Canada by: 


' l’OWDRCO/.\i 


Powcrcom America, Inc. 

http://www,powercnni-USA.com 
E-mail: PowercomUS@aol.com 


I’OWDRCO/.' 


Tomauri Inc. 

Tel; (905)886-8122 Fax: (905)886-6452 


Tei: (604) 279-0320 Fax:(604)279-0321 





U.S.A. OFFICE 

pmoNix^ 

QUMAX CORP. 

1746 JUNCTION AVE. #E, SAN JOSE, CA-95112 
TEL; (408) 467-1 888 FAX: (408) 467-1 880 


Distributed in Canada by 

Su percom 

Toronto TEL: (905) 415-1166 

Vancouver TEL: (604) 276-2677 

Montreal TEL: (514) 335-1166 


OEM. ODM, Mac Distributor Cali U.S. Office 



Computers jj. 



Compucon 

Daiwa 

Darius 

Discovery 

DataTrain 

P2ao 

Empac 

Azura 


Pentium 200MHz 

Pentium 200MHz 

Pentium 2Q0MH2 

Pentium 200MHz 

Pentium 200MHz 


512KB pipeline 

256K6 pipeline 

512KB pipeline 

512KB pipeline 

512KB pipeline 


32MB EDO 

32MB EDO 

32MB EDO 

32MB EDO 

32MB SDRAM 

aMfiSfr \/irien r.nrri 

Matrox Millennium 

Matrox Millennium 

Diamond Stealth 3D 

ATI Mach64 

Diamond Stealth64 


4MBWRAM 

2MBWRAM 

4MB EDO 

2MB DRAM 

2MB EDO 



None 

None 

None 

None 


Sound Blaster 32 

Sound Blaster 32 

Sound Blaster 16 

Sound Blaster 16 

None 


Seagate 

Western Digital 

Fujitsu 

Quantum 

Seagate 


4.36B Ultra SCSI 

2.5GB EIDE 

1,7GB EIDE 



<;r<;ir»rH 

Adaptec 2940UW 

None 

None 

None 

None 


Panasonic 12X 

Panasonic 12X 

Sony 8X 

Panasonic 12X 

Panasonic 12X 


None 

USR 28.8Kbps 

USR 33.6Kbps 

33.6Kbps 

33.6KPP5 



fax modem 

fax modem 

fax modem 

faxmodem 


Omarri 

Award 

Award 

Award 

Award 


Ves 

Yes 

Yes 

Yes 

Yes 

ngeratin^ystem 

Windows NT 4,0 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Extras 


Speakers 

Speakers 

Speakers 

Speakers 

Windows Benchmarks 






rtesktoD Publishina 

IBO 

136 

137 

141 

151 

Heskto^^hics 

172 

145 

178 

170 

176 

Desktop Presentation 

179 

157 

155 

155 

161 

Word Processina 

168 

149 

145 

146 

159 

SnreadsheRt 

182 

172 

153 

143 

152 

Database 

161 

141 

148 

145 

158 


171 

155 

151 

148_ 

159 


(604) 279-9686 

1905) 940-2889 

(4031640-0002 

(905)712-2000 

1-800-863-6722 


www.compucon.com 


home.istar.ca/-darius/ 

www.servlceworks.com 

www.empac.ca 

Suggested Retail Price 

S4,635 

S2,630 

S2,928 

$3,199 

$2,199 


S4,536 

S2,390 

S2,888 

$2,999 

$2,099 

Reseller Price 

N/A 

S2,190 

$2,450 

$2,599 

$1,899 

Warranty 

3 years 

2 years 

3 years 

2 years 

ly..,. 




Express Micro 


’entium 200MHz 
i12KB pipeline 
i2MB EDO 
Vlatrox Millennium 
IMB WfiAM 
^one 

Sound Blaster AWE64 
luantum Atlas 
liGB Ultra \Mde SCSI 
Adaptec 2940UW 

Panasonic tOX changer 
Digicom 33.6Kbps 
lax modem 
Award 
I'es 

UVindows 95 
Matrox MPEG XL 
add-on Speakers 

182 

173 
180 _ 

172 

186 

166 

174 

(905)479-1443 

www.aiei.com 

$5,799 

N/A 

N/A 


Hewlett - 




Mynix 



Packard 



3D Micro 

My comp 



Vectra 500 

IBMS78 

iNET 

IPC 

Enermax 

OA Comp 

Ultinet 

Pentium 200MHz 

Pentium 200MHz 

Pentium 2 ODMH 2 

Pentium 200MHz 

Pentium 2 OOMH 2 

Pentium 200MH2 

Pentium 200MHz 

256KB 

256KG pipeline 

512KB pipeline 

256KB pipeline 

256KB pipeline 

512KB pipeline 

512KB pipeline 

32MB 

32MB EDO 

32MB EDO 

32MB 

32MB EDO 

32MB SDRAM 

64M6 EDO 

Matrox Millennium 

ATI 30 Rage 

ATI 3D ProTurbo 

ATI Mach64 

Matrox Millennium 

ATI 3D ProTurbo 

Matrox Millennium 

2M8 WRAM 

2MBS6RAM 

4M8SGRAM 

1MB DRAM 

2Ma WRAM 

4MB SGRAM 

4MB WRAM 

More 

le.'irrh 

None 

None 

Mnnp 

None 

None 

Sound Blaster 16 

MWave 

Sourrd Blaster 16 

Sound Blaster 16 

ESS1688 

Sound Blaster 32 

Sound Blaster 32 

Quantum 

2.SGB EIDE 

IBM 

3.2GB EIDE 

Quantum Rreball 
2.1GB EIDE 

Fujitsu 

1.7MB EIDE 

Quantum Fireball 
3.2GB EIDE 

Quantum 

2GB SCSI/2 

Quantum Fireball 
3.2GB EIDE 

None 

None 

None 

None 

None 

Adaptec 2940UW 

None 

BX 

8X 

Mitsumi 12X 

Toshiba 8X 

BTC 8X 

Toshiba 12X 

Acerl2X 

None 

33.6Kbps 

USR 33.6Kbps 

33.6Kbps 

Supra 33.6Kbps 

USR 33.6Khps 

USR 33.6Kbps 


fax modem 

faxmodem 





Phoenix 

IBM 

Award 

Award 

Award 

Award 

Award 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 


Windows 95 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

None 


Cordless Mouse 
Joystick 

Microphone 

Speakers 

Speakers 

Radio Tuner 

Speakers 

Speakers 

Speakers 

132 

140 

145 

117 

146 

142 

165 


188 

165 

155 

153 

150 

152 


159 

154 

136 

161 

156 

170 


146 

154 

127 

160 

146 

165 

143 

161 

156 

117 

179 

147 

184 

137 

139 

150 

123 

N/A 

141 

158 

141 

154 

155 

127 

N/A 

147 

169 

1-BDD-387-3867 

1-800-465-7999 

(604) 303-9628 

1-800-567-7413 

(514) 335-2456 

1-800-910-3386 

l-BOD-513-7732 

www.hp.com 

www.pc, ibm.com 

www.lcf.com 

www.3dmicro.com 

www.mynix.com 

www.oacomp.com 

www.ultinet.ca 

S4,435 

$4,999 

$2,599 

$2,599 

$3,400 

$3,188 

$3,298 * 

N/A 

N/A 

$2,495 

N/A 

$3,100 

N/A 

$2,998* 

N/A 

N/A 

$2,390 

N/A 

$2,685 

N/A 

$2,818* 

3 years 

Syears 

3 years 

3 years 

3 years 

1 year 

2 years 


LAB TEST 


iNet — LCF Advanced Tech 

Suggested Fetail Price: S2.599 
Street Price: $2,495 
Reseller Price: $2,390 
Reseller Aulhoriralion: 

Autharizalion depends on reseller size and localion. 
Marketing Support For Resellers: 

Reseller referrals oird POP displays. 

Maintenance Relationship With Resellers: 

Warraniy ineludes three-year parts and six-year labor. 

Web site includes lechnical information and drivers. 
Volume Discounts: 

Volume diseounis are negotiated with each order. 

Demo Unit Availability: 

Demo units are available at special prices with restrictions. 


Suggested Retail Price; $ 3 .400 
Strsef Ajc»;S3.100 
Reseller Price: .$2.6^5 
Reseller Authorization Requirements: 

Resellers must have an office or storefront with in-house tech 
.support for end-users. 

Marketing Support 
Reseller referrals. 

National advertising. 

Maiatenance And Technical Relationship Wth Resellers: 

Three-year warranty includes pans and labor. 
l-h(K) technical support for resellers. 

Re.seller training seminars. 

Dedicated technical BBS. 

Web site includes technical information and drivers. 

Volume Discounts: Yes. 


ServiceWorks Distribution Inc. DataTrain P200 

Suggested Retail: $3,199 
Street Price: S2.')'-)') 

Reseller Price: $2,599 
Reseller Authorization: Limited. 

Marketing Support For Resellers: 

Co-op advertising and marketing funds. 

Reseller referrals. 

I -XOO tie-in and POP displays too. 

Maintenance And Technical Relationship: 
Two-year warranty includes parts and labor. 
Reseller training .seminars. 

Dedicated tech BBS. 

Dealer-specific space on Web site. 

Web site includes tech info, and drivers. 

Volume D/scoi/flfs. Yes. 

Demo Units: Yes. 




System Strengths: 

The company says: "The 
strength of our iNet com- 
puter systems is their 
quality, reliability, com- 
patibility and high perfor- 
mance." 


Editors' Notes: 

With a score of 155 on our 
BAPCo benchmark suite, this sys- 
tem wa.s among the faster ones tested. The 
200MHz Pentium proces.sor is aided by 512Kbps of pipelined 
cache and 32MB of EDO RAM. 

The 4MB ATI 3-D video card i.s expandable to 8MB of SCRAM, 
and has the capability of redirecting output to a TV. To complete 
the system is a 2.1GB hard drive from Quantum, a 12X CD-ROM 
from Mitsumi, a Sound Blaster 16 sound card, and a 33.6Kbps 
voice/fax modem from iNet Robotics, 


Market View: 

The company says: "This 
product market will be for 
high-end users and a good 
entry level for corporate 
users with Windows NT as 
the O/S," 


Editors' Notes: 

From Quebec’s Mycomp comes 
a well-balanced, competitively 
priced system. Features in this unit 
include the standard 200MHz Pentium processor. 256KB of 
Level-2 cache. 32MB of RAM. and a Matrox Millennium video 
card with 2MB of WRAM and a 3.2GB Quantum hard drive. An 
ESS1688 sound card provides 16-bil .stereo sound. The 8X CD- 
ROM in this system is not as fast as the newer I2X variety, but 
still very reliable. To add the finishing touches. Mycomp has 
included a 33.6Kbps fax modem from Supra. 



Market Positioning: 

The company says; "The 
product is designed to pro- 
vide ... the latest and most 
flexible systems incorpo- 
rating the latest technolo- 
gy such as Intel MMX, and 
USB connectivity." 

Editors' Notes: 

This DataTrain system features a 
200MHz Pentium CPU. 512KB of 
pipelined cache, and 32MB of RAM. Hard drive storage should be 
adequate for the next while with a 2.1GB drive from Quantum. 
The Panasonic I2X CD-ROM should make working with CD- 
ROM ba.sed software a breeze. Video is accomplished through an 
ATI Maeh64 with 2MB of DRAM onboard. To complete the sys- 
tem is; a 33.6Kbps fax modem, a Sound Bhister 16 sound card and 
four software titles. Pcrt'ormance of this machine was at accept- 
able levels ba-sed on given components. 
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Driving The full 




The CCCA Fifth Annual Chinese New Year Dinner Party brings togemer somejc 
the computer industry's most influential computer manufacturers, distributors, resellers 


It’s an opportunity to network with fellow professionals and view the latest product inr^tioij: 
from our sponsors, while enjoying celebrations of the upcoming Year of the Ox, The eve^j 
a silent auction over cocktails, followed by a traditional Chinese banquet. 

Friday, February 21, 1997 5 to 11 p.m. 

Century Palace Chinese Restaurant, 398 Ferrier Street, Markham ^ 
Members: $53.50 per person Non-members: $64.20 per persdffP 


B^pertc lor i.Mln 


IT Channel 
Media Group 


WOULD YOU LIKE TO RECEIVE FREE TICKETS? 


As a manufacturer, distributor, reseller or dealer, your 
company is eligible to receive up to two FREE tickets to 
the CCCA Fifth Annual Chinese New Year Dinner 
Party - thanks to the generous support of our sponsors. 
To apply for your FREE ticket(s), please complete and fax 
in this form, together with a copy of your business card, 
by February 14, 1997. Tickets wiit be allocated on 
a firat-come, first-served basis. You will be notified of your 
FREE tickets via fax by February 19,,)397. Additional tick- 
et may be purchased by calling our office. 

CCCA reserves absolute discretion on tf^ availability of 
complimentary tickets. Only a lirhited quanfifyls avait^le, 
' so fax in your form today. 

Forbore ihfofmatiairarid ticket rBervatiorrs, please rail 905-513-0675. 


CANADA CHINESE COMPUTER ASSOCIATION 


Fax your business card to CCCA; 905-513-6275 

Name of Guest #1 


Name of Guest #2 


Job Title 


Namepf&nipany 



Editors' Choics 


LAB TEST 


OACOMP 

Suggested Releil Price:$3A&& 

Aulhorization Requirements: 

The weighting is on dealers that ean provide service and support, 
with a maxiinum of two to three dealers per city. 

Marketing Support: 

Nation-wide advertising. 

Ready-to-use rnarkeling materials. 

Maintenance And Technical Relationship With Resellers: 
Dedicated Internet technical support. 

Web site includes updated documentation. 

Web site includes new drivers. 

Demo Unit Availability: 

Demo units are available with restrictions. 

Systems Sfrenpf/is.- 

"We provide up-to-date configurations and toll-free technical sup- 
port. We u.se only quality components, have strict quality control. 



and a complaint handling 
system to ensure total cus- 
tomer satisfaction,” says 
the company. 


Editors' Notes: 

OA is known for providing 
us with fast systems at com- 
petitive prices- This month's 
evaluation unit consists of 
32MB of EDO RAM. 512KB of 
pipelined cache, an ATI 3-D Pro Turbo video card with 4MB of 
SGRAM. a Quantum 2.0GB Wide SCSI drive with an Adaptec 
2940IJW controller. Multimedia components include a 12X CD- 
ROM drive from Toshiba, a Sound Blaster 32 from Creative Labs 
with a Yamaha DB50XC daughterboard option and a 33.6Kbps 
USR fax modem. Overall, the system’s performance was near 
average. 


Suggested Retail Price: $3,298 
Street Price: $2,998 
Reseller Price: $2,8 18 
Reseller Authorization: 

A reseller permit from the provincial government is required. 
Maintenance And Technical Relationship With Resellers: 
Two-year warranty includes parts and labor. 

1-800 technical support for resellers. 

Dealer-specific space on Web site. 

Web site includes technical information. 

Volume Discounts: 

Discounts are available after 10 and 20 units are purchased. 
Demo UnilAvailabilily: 

Demo units are available for potential large orders. 
f-ma</;sales@ultinet.ca 



Market Positioning: 

The company says the 
P-200 is ideal for heavy 
users, becoming the 
benchmark for high per- 
formance. 

Editors' Notes: 

Ultinet is known for packing 
a lot of power into a little box. 

When it comes to benchmark 
results, Ultinet computers are among the 
fastest in the lot. This month’s system was no exception, scoring 
an overall 169 on our benchmark suite. The machine itself 
includes 64MB of EDO RAM. Intel’s 430HX chipset, 5 1 2KB of 
pipelined cache, a Matrox Millennium with 4MB of WRAM. and 
the new Quantum 3.1GB Fireball. Fora great combination of mul- 
timedia accessories, the system includes an Acer 12X CD-ROM, 
a Sound Blaster 32 and a pair of lOOW surround sound ,speakers. 


Psrformanc& 

' Our award for best performance is always given to the fastest system in our survey. This month, the 
award goes to Express Micro. Every time we test computers, there are always one or two systems which 
stand out. This machine managed to outperform all of its competitors, and is packed with nothing but 
the best of computer hardware. When it comes to high performance systems, this is the system to get. 

PrSce/Pcrformance 

’ This month's winner of our Price/Performance award goes to Daiwa. Here's a computer that is filled 
with great components, and one that managed to achieve a very respectable score on our benchmark 
suite. The ever-popular Matrox Millennium and Western Digital hard drives were key factors in aiding 
this machine to obtain this award. 

All Roun€l 

' If your customers are looking for something with both power and good looks, this month's S78 system 
from IBM is a definite winner- The unit is equipped with the new ATI 3D Rage video card with 2MB 
onboard, and IBM's own very fa.st 3-2CB hard drive. The basic configuration includes a 15-inch mon- 
itor. with the option of a 17-inch version for a few hundred dollars more. CtK 

Steve Halinila, Tiin Binghaiii-Wallis and Jazz Bhooi are CCIV's Lab Test Editors. They can be reached at ( 
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Accessories 


Unbeatable Software Savings 

MicroGrafix ABC Graphics Suite 95 $99 

CorelDraw Graphics Suite version 7.0 $499 
MS Pius Pack $34 

MS Windows 95 (96 release) $95 

MS Windows 95 (Sen/ice release 2.0) $1 05 
Windows95+Office Standard Bundle $1 99 
MS Office Pro for Wlndows95 $249 

MS Office 97 Professional Edition $449 

MS NT 4.0 Workstation (upgrade) $149 

MS NT 4.0 Workstation (full) $279 

MS NT 4.0 Server with 5 liscences. $799 

MS BackOffice (version 1.5) $449 


Unbeatable Hardware Savings 

ZIP disks (100 megabytes) 10 pack $149 
USR voice/data/fax 33.6k modem $1 59 
S3-3D Virge videocard w/2mg EDO $88 
TVM 15“ AS5D .28dp LR 1280x1024 $349 

TVM 17“ Belinea .27dp LR 1280x1024 $649 
Quantum 2.5 gigabyte EIDE hard drive $349 


Trumpet nistributors Ltd. 
2138-20800 Westminster Hwy.. 
Richmend.8.C.. Canada V8V2W3 


TRUMPET 


DISTRIBUTORS LTD. 


Systems 


WWW.TRUMPETDISTRIHUTnRS.CDM 


Matrox Mystique 

The #1 Rated 3D local bus PCI video card with 
up to 4 megs of SGRAM! 

Retail box version with 
3D Web-Browser 
Scorched Planet 
MechWarrior2, etc, etc! 

Microsoft Office '97 
Professional Edition 

The worlds best selling “Complete Office Suite” 
from the worlds leading software company! 
Includes Word97. Access97, Excel97, 
PowerPoint97 and Outlook97! 



On CD onlyl 


Sales Manager: 


EQ 


Trnmpet Pnwer User System 

Intel Pentium P5 - 200 Mhz CPU w/Cool Ball Fan 
ASUS T2P4 HX Motherboard w/ 512k PBCache 
32 Megabytes 60ns EDO 72 pin RAM (2x1 6m) 
Quantum 2.5 Gigabyte EIDE mode 4 Hard Drive 
Matrox Mystique 3D PCI videocard w/4 megs 
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12x CD-ROM ATARI drive (Panasonic or Pioneer) 
SB-32 PnP Sound Blaster w/100 watt speakers 
USR 33.6k voice/fax/data internal modem 
Mouse (Logitech 3-button or MS-mouse v 2.0) 

15“ Mini-tower case with CSA approved power 
314 floppy disk drive 1 .44 megabyteWindows 95 
Fujitsu Enhanced KB-104 Keyboard 

Software Package Included: 

MS Windows 95 - Service release 2.0 on CD 
MS Office ‘97 Professional on CD 
MechWarrior 2, Scorched Planet, Terminal 
Velocity, Destruction Derby 2, Rise of the Triad, 
Xenophage and On-Iine-Helpl^ 



2 Year Full Warranty. 
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Dealers and resellers specializing in the 
graphics and desktop publishing software 
markets are set to reap the rewards of the 
recent string of new product announcements 
made by key industry players. And there is a 
clear lilt toward providing applications that 
make World Wide Web pages, as well as 
paper-based documents, look colorful, stylish 
and snappy. 

Corel Draws A Lucky Seven? 

The most high-profile of these 
1 1•= announcements was Corel Corp.'s 
\ ||ai7 unveiling of its CorelDraw 7 graph- 
ics package for Windows 95 and 
Windows NT 4.0 — including retooled ver- 
sions of the three main applications: 
CorelDraw, Corel Photo-Paint and 
CorelDream 3D. 

Corel claims that its new flagship graph- 
ics product is easier to use. provides 
improved memory handling, fa-ster file open, 
save, import and redraw functions — as well 
as the now-obligaiory Inlemei graphic.s sup- 
port (including the ability to create image 
maps and publish to HTML). 

As usual, this new version of CorelDraw 
also includes a grab-bag of other supporting 
utilities: 

• Core! Multimedia Manager 7 — This 'visu- 
al file manager' utility is supposed to help 
users to organize and manage graphics files. 

• Corel OCR-Trace 7 — Corel calls this an 
"enhanced” optical character recog- 
nilion/raster to vector conversion utility. 

• Corel Texture — This procedural texture- 
generation program promises to allow the 
creation of simulated natural textures like 
marbles, woods, stones, clouds and metals. 

• CorelScan — This scanning utility includes 
preset processing options. 

• CorelDepih — This utility is supposed to 
make it easy to ercate 3D logos and text, 

• Corel Capture 7 — This is a beefed-up 
screen capture utility. 


• Corel Script Editor and Corel Script Dialog 
Editor — These are scripting utilities that 
Corel hopes will be used by corporate cus- 
tomers, in particular, to create add-on utilities 
for CorelDraw and Corel Photo- Paint through 
OLE 2.0 automation. 

• CorelMemo — Corel calls this "an OLE 
compliant utility that allows users to attach 
notes to their drawings or documents" with- 
out altering the original graphics or text. 

Aside from these applications. Corel 
has revamped the package so that it should 
work with PhoioShop-conipatible plug-in fil- 
ters — including Kai's Power Tools 3.0 SE. 
Extensis Intellihance 2.0. Cytopia PhotoLab. 
the heavily-hyped "digital watermarking" fil- 
ter by Digimarc Corp., and AuloF/X's 
Photo/Craphic Edges — when using either 
CorelDraw or Corel Photo- Paint. 

The company has also included the 
usual 'kitchen sink' full of other extras, 
including some 32.000 clipart images and 
symbols. 1,000 Adobe Type 1 and TrueType 
fonts, 1,(X)0 high-resolution photos, more 
than 250 three-dimensional models and in 
excess of 400 CorelDraw and PapcrDireci 
templates, floating objects and tiling textures. 

Anyone who has followed the fortunes 
of this product however, is used to seeing a 
shopping list of new features, (it's always a 
long one). But one fundamental new direction 
that dealers, in particular, should welcome is 
Internet support. Although, a.s suggested ear- 
lier. it is almost obligatory in the current 


Internet-mad software sales environment to 
include such features — the fact that they are 
in a key product such as Corel's does change 
the way it can be sold. 

For example. CorelDraw 7 now allows 
users to assign URLs to any object and pub- 
lish documents to HTML. GIF. JPEG or 
Corel BarLsta (Barista being the technology 
Corel has developed to let users create docu- 
ments based entirely on the Sun 
Micntsysiems' Java Language without any 
programming requirements). 

Perhaps trying to appear neutral in the 
"browser wars," both Netscape Navigator and 
Microsoft Internet Explorer color paleiles are 
included so that Web pages cun be designed 
to be optimized for either. There is also a 
direct link within the Help menu in 
CorelDraw 7 to Corel's home page. There's 
also support for some new input technologies 
in the Natural Pen tool which can be used 
with a pressure-sensitive tablet to create 
curves of varying thicknesses as well as calli- 
graphic effects (Corel says this tool is also 
great for artistic sketching). 

Rnally. CorelDraw users are starting to 
see some benefits from the WordPerl'eci deal 
with new writing tools in Version 7.0 that 
come from Corel WordPerfect — including a 
spell checker, a thesaurus and a grammar 
checker, as well as Bitstream’s TrueDoc font 
embedding technology. 

The way that Corel has developed and 
rolled out this latest version of its flagship 
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Corel: 
Macromedia 


Adobe: 

Quark: 

Microsoft: 
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http://www.micrografx.com/ 
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graphics product is also a clearer indication 
of something much more important. Unlike 
Novell, which analysis say “look its eye off 
the ball” on its core networking business 
when it acquired WordPerfect, Corel appears 
to have continued its long tradition of quick- 
ly and effectively continuing to use its acqui- 
sitions to add value to CorelDraw. while also 
allowing them to effectively develop in their 
own right- (That's a strategy the company 
developed to great effect when it first 
acquired the Ventura desktop publishing soft- 
ware from Xerox more than three years ago.) 

Dealers should also be happy to see the 
system requirements for CorelDraw 7, which 
promise to encourage a number of users to 
either upgrade or gel completely new sys- 
tems. To use this graphics monolith, users 
will need: a minimum of a 6UMHz Pentium 
processor (with a minimum of a l2(IMHz 
Pentium recommended); 16MB of RAM 
(.12MB recommended); 40MB of hard disk 
space to install CorelDraw, Help, fillers and 
fonts; a CD-ROM player (double-speed or 
higher recorrunended); it mouse or tablet; 
VGA display (SVGA recommended); and 
either Windows 95 or Windows NT 4.0 as the 
operating system. 

In addition, dealers should also benefit 
from the appeal of aggressive pricing — par- 
ticularly where upgrades are concerned. 
CorelDraw 7 has a suggested list price of 
USS695. with an upgrade price of US$249 
for users of any version of CorelDraw from 
either the Windows or Macintosh platform. 
Both Corel Ventura and Corel Office 
Professional 7 users will al.so be able to lake 
advantage of the upgrade price. 

The Macromedia Challenge 

After Corel laid down the 
gauntlet to the graphics soft- 
ware industry with the 
CorelDraw 7 launch, the chal- 
lenge was picked up by 
Macromedia as it unveiled FreeHand 
Graphics Studio 7. Although FreeHand has 
been around for years — and gained fame as 
a sister product to Aldus PageMaker (subse- 
quently sold off after Adobe look over Aldus) 
— this is ihe first major release under the 
Macromedia banner since the huge success of 
Macromedia's ShockWave technology for 
displaying graphical, multimedia Web pages. 
It thus includes lots of tools for Web publish- 
ing — and also bears the distinction of being 
simultaneously relea.sed for both the 
Windows 95 and Apple Macintosh platforms. 

To start with, as one would expect. 
FreeHand Graphics Studio 7 is Shockwave- 
enabled, allowing developers to create vector 


and bitmap an for ihe Web. This should give 
any customers who need to design Web pages 
a real boost, a.s it means that their ‘active' 
Shockwave pages can now be viewed by any 
of the 12 million users worldwide who have 
apparently downloaded players. 

In fact, the release of Shockwave sup- 
ported in this new version of FreeHand is a-s 
good at di.splaying text as it is graphics — 
with Ihe ability to embed fonts in documents 
and display true, anii-aiiased fonts, even if 
the fonts are not installed on the viewer's 
machine. Macromedia is funher promising 
on-line viewers of FreeHand-creaied, 
Shockwave-compatible pages will be able to 
pan and zoom on selected artwork and mag- 
nify by as much us 25,6(X} per cent without 
sacrificing resolution and clarity. Shockwave 
also allows users to create "hot links” or add 
URLs to any graphics. In addition. 
Macromedia boasts that the Shockwave 
Afterburner compression feature reduces file 
size by approximately 50 per cent, allowing 
for faster download and display times. 

Macromedia is shipping FreeHand 
Graphics Studio 7 ships with the 
Fontographer4. 1 font creation tool — as well 
as 10,000 clip-art images, 5(X) FreeHand tem- 
plates, 500 TrueType and PostScript Type I 
fonts. 250MB of high-resolulion photogra- 
phy, and “dozens" of three-dimensional mod- 
els- 

FreeHand Graphics Studio 7 is available 
for Windows 95. Windows NT. Macintosh 
68K and Power PC for what it says is an 
approximate street price of US$449, while 
registered users of Ihe previous version of the 
product (or any of the software applications 
in It) can upgrade for US$i99. And to grab 
market share from the competition, anyone 
using Adobe Illustrator. CorelDraw. Canvas 
and Micrografx Designer can also gel a 
“competitive upgrade" to FreeHand Graphics 
Sludio7forS199. 

Don't Count Adobe Out 

While Corel and Macromedia have been 
grabbing headlines, Adobe was by no means 
standing still — particularly with develop- 
ments for its Photoshop product. Late last 
year, Adobe began rolling out Adobe 
Photoshop version 4.0 for both the Macintosh 
and Windows platforms, 

Adobe says the offers a wide runge of 
new features that increase creative control 
and productivity. Key new features in 
Photoshop 4.0 include Actions (which sup- 
port task automation and batch processing) 
and Adjiisimeni Layers (which are special 
layers through which image adjustments can 
be applied without permanently modifying 


the original image). 

In fact, many of the things you'll find in 
CorelDraw you'll now find — in one form or 
another — in Photoshop. The company says, 
for example, that many users have requested 
an easier way to align elements in a multi-lay- 
ered file, so Photoshop 4.0 supports custom 
Guides and Grids. In addition, this new ver- 
sion also includes the same digital water- 
marking technology (provided by Digimarc 
Coip.) as Corel that is used for image copy- 
right protection and artist information. 

In addition, Adobe ha.s tried to make 
changes to Photoshop that match tho.se being 
made across the Adobe graphics product line 
(including Illustrator and PageMaker), so that 
users get more consistent access to com- 
mands and tool palettes even when switching 
between mullipic applications. 

Despite being designed to run on differ- 
ent platforms. Adobe is also claiming that 
Adobe Photoshop 4.0 makes the most of each 
of them, with support for symmetric multi- 
processing on Windows NT and Macintosh 
systems, as well as broad optimization for 
Intel’s new MMX chip architecture. The 
company lakes pains to point out, however, 
that despite this optimization for specific 
platforms, Ihe Macintosh and Windows ver- 
sions of Adobe Photoshop 4.0 share a com- 
mon feature set and user interface layout, and 
all data file formats are fully interchangeable 
on Macintosh and Windows platforms. 

And There Are Many More.... 

This is by no means an exhaustive 
description of what’s on offer 
from the industry's key players. 
There have also been significant 
new enhancements either 
promised or delivered for the graphics and 
DTP products by Micrografx, Quark, Adobe’s 
PageMaker division, Microsoft's unveiling of 
Publisher 97 and lots of other less well- 
known releases. 

The key point to make is that the graph- 
ics and DTP sector is one area where there is 
still a significant degree of supplier choice 
available for software vendors, 

While Microsoft. Corel and 
Adobe are major participants in 
this market, they do not utterly -w-jj — 
dominate it to the exclusion of 
everyone else. And for resellers and dealers 
trying to offer a range of solutions, that has to 
make this market an attractive option for 
those considering greater diversification, ECW 

Geo/ Wheelwright is a Vancouver-based 
lechnolog}' ami business journalist. He can 
he reached at geofn‘heelwright@nisn.com. 
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MMX — the new standard 


Multimedia- 

enhanced 

CPUs will 

power this 

year’s 

newest 

computers 

by Alan Zisman 




Backward compatibiliiy 
is either a blessing or a 
curse. It means your new 
technology can still work 
with your old data, hard- 
ware, and software — 
that's good. Buu it also 
means that you may be 
unnecessarily lying yourself to the old gener- 
ation’s limitations. That can be bad. 

CPU king Intel has been following the 
backwards compatibility route ever since the 
popularity of the original Intel processor-dri- 
ven 1981 IBM PC. 

Even five generations of 
chips later, Intel’s x86 family of 
chips still shows its ancestry. 

Even the limited number of 
new processor instructions 
included in 1985’s 80386 chip 
are only now being included in 
popular 32-bit operating sys- 


So when Intel decides to 
upgrade the instruction set, the 
collection of commands built 
into the processor, it’s news. 

In this case, the result is 
the MMX family of processors 
— replacements for today’s Pentiums and 
Pentium Pros, with new instructions opti- 
mized for multimedia. Computers including 
the first of the MMX family, the P-55C 
replacement for the standard Pentium 
are becoming available, following 
MMX's official Jan. 8 unveiling. 

A P-55C machine will run even old 
applications a bit faster than a standard 
Pentium running at the same clock speed. 

But this modest (five to 10 per cent) speed 
increase is primarily a result of the larger, 
32KB Level 1 cache built into the new 
design. As well, the MMX family offent new 
tricks, such as Single Instruction Multiple 
Datu (SIMD), which lets the CPU run opera- 
tions in parallel. But to take advantage of 
these new features, software will have to be 
specially written. At the moment, virtually 
nothing is available that makes full use of the 
MMX instruction set, but Intel claims that 
properly optimized applications will be able 
to provide a performance boost of up to 60 
per cent. 

As well, while the standard P-54C 


“Intel claims 
that properly 
optimized 
applications 
will be able 
to provide a 
performance 
boost of up to 
60 per cent" 


Pentiums and the new MMX P-55C Pentiums 
are pin-compatible, you can't simply pop the 
new chip into an old motherboard — you 
need a control chip-set (from Intel), and a 
BIOS that's designed for the new CPU. The 
newest motherboard and BIOS designs antic- 
ipate this, however, and can be set for either 
Pentium model. 

Users of older machines need not feel 
left out- Intel has announced plans for a series 
of MMX Overdrive chips to upgrade original 
Pentiums. Using clock-multiplying technolo- 
gies, these will speed up the systems while 
also adding the multimedia 
capabilities. These Overdrive 
chips will require an upgrade- 
able motherboard, but will 
include built-in voltage regula- 
tors. so that they can convert 
older. 3-3-voli systems to the 
new 2.8-voll standard- The ini- 
tial P-54TCB Overdrive 
processor will upgrade 
Pentium 75MHz. 90MHz, and 
lOOMHz models to speeds 
ranging from i25MHz to 
166MHz. Later models will be 
made available to upgrade 
more recent Pentiums to speeds 
up to 2()0MHz. While Intel will be making 
these available through retail channels later in 
the first half of 1997, there are no plans to 
make these chips available for OEM sales. 

Further down the road are other mem- 
bers of the MMX family. Intel is planning a 
version to replace the current high-end 
Pentium Pro. code-named Klamath (a river in 
Intel's home state, Oregon). Klamath will 
debut at 233MHz, but will entail major 
changes in the Pentium Pro design. The cur- 
rent processor is really two chips in a single 
package — the actual CPU and a built-in 
Level 2 cache. Klamath will remove the L2 
cache, resulting in a chip that will sell for 
less, but will deliver less performance than 
equal-speed standard Pentium Pro systems, 
even with the beefed-up 32KB LI cache. It’s 
expected that the release of Klamath will 
drive down prices for P-55C machines, with 
these Pentium Pro mtxlels replacing them as 
entry-level machines by the end of next year. 
Around the same time, look for P6T — 
Pentium Pro upgrade chips, expected to run at 
around 300MHz. 
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And following Klamath, Intel will be launching Deschutes (also 
a river in Oregon) — a low-voltage, high-speed (starting at 300MHz) 
processor line that will be aimed at mobile computing. But notebook 
users won't have to wait until then to take advantage of MMX tech- 
nology — a variety of companies were showing demonstration 
mpchine,s at last fall's Comdex show, running 166MHz to 200MHz 
P-55C CPUs. Such notebook designs should be widely available by 
mid-1997. 

Intel's rivals won’t be left too far behind, however. Both Cyrix 
and AMD have announced their own multimedia-enhanced CPU mod- 
els that will be competitive with Intel’s designs. AMD’s K6 chip and 
Cyrix's M2, for example, will both be offering a 64KB LI cache, dou- 
ble Intel’s offering (and quadrupling the cache on a standard Pentium). 
Each will also offer the MMX instruction set, and will be pin-out com- 
patible with standard Pentiums, allowing them to be usable in current 
motherboard designs (with appropriate BIOSs). The Cyrix chip will 
run at 2.5 volts (compared to 2.8 volts for Intel's design), making it 
potentially a contender for mobile computers. 

Intel and its competitors clearly hope that the MMX-enabled 
chips will provide next-generation power to the 80x86 family of 
processors — speeding up 3-D and graphics rendering. This is vital for 
CAD and graphics professionals, and early reports suggest than a 
MMX processor may actually run Adobe Photoshop faster than cur- 
rent high-end PowerMacs. Even more important is the gaming market, 
which drives the bulk of home purchases. Intel is planning to encour- 
age manufacturers to clearly label MMX computers, and is planning a 
major advertising campaign, reminiscent of its ‘Intel Inside' push. 

But there is a flaw in the MMX strategy. 

When using the MMX registers of the chip, the CPU has to turn off the 
floating-point registers — both can't be used at once. This is needed to 
maintain compatibility with existing operating systems. And switching 
modes like this takes time — about 50 clock cycles. As a result, Intel 
suggests that application developers refrain from using lloating-poini 
operations a.s much as possible. This, however, may prove a problem, 
especially working with 3-D. (Cyrix claims that its model can switch 
modes in a single clock tick.) 

As well, this causes potential problems for multitasking. Try run- 
ning an MMX -optimized graphics application and (for example), a 
spreadsheet using floaling-point calculations at the same time. 
Performance will suffer because of the frequent switches between 
floating-point and MMX modes, but as well, the spreadsheet may end 
up with the wrong data, us graphics data mixes with its calculations- 
We had better hope those engineers aren't playing games at the same 
time as calculation nuclear reactor designs! 

Only time will tell whether this turns out to be a major hmiiation 
— certainly floating-point calculations are rarely used by most iradi- 
tional applications; even your spreadsheet will correctly calculate your 
tax return without ever once needing lo use floaling-point math. 

Despite these potential problems, count on MMX-enabled designs 
to be the industry standards, through lo the end of the decade, m* 

Alan Zisman is a ctmpmer joiirnalisl and teacher living in \iincauven 
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What You Need to Know About Leases 

by Doiislas Gray Resellers — minimize your risks when negotiating space lor your business 


As a retailer or whole- 
saler. you most likely 
already have some form 
of lease with your land- 
lord. However, if you are 
thinking of moving at the 
end of your lease, or If 
your lea.se is coming up 
for renewal, there are various important 
strategic and tactical issues to consider. 

There is always a potentially high 
degree of personal and business risk in sign- 
ing a lease. The location may turn out to be a 
poor one, disputes with the landlord could 
occur, the building image could deteriorate, 
the space could be too small or too large for 
your evolving needs, competition may start to 
affect the business, or health, marital or part- 
nership problems may impair the business 
operation. For these reasons and many more, 
it is vital that precautions be built into a lease 
to minimize risk as much as possible. 

Many small business owners are not 
aware of the wide range of protections that 
can he negotiated into a lea.se. Here are some 
common effective techniques to di.scuss with 
your lawyer when negotiating the offer to 
lease or renegotiating your lease. 

Incorporate The Business 

It is wise to incorporate in any business situ- 
ation that involves high risk. A long-term 
lea.se obviously involves potential risk. 
Statistically, about 75 per cent of small busi- 
nesses discontinue operating by the end of 5 

For all these reasons, incorporating a 
company and signing the lease under the cor- 
porate name would be a prudent considera- 
tion. That way the liability is limited to the 
corporation assets only, without any liability 
by the shareholders. 

No Personal Guarantee 

For a corporate lease, it is not uncommon for 
a landlord to request personal guarantees 
from the directors. While approximately 50 
per cent of landlords might request a person- 
al guarantee, the majority of those could be 
persuaded to waive or modify this request 
through effective negotiating techniques. 

Another approach is to limit the extent 


of the personal guarantees. You may negotiate 
a provision that the personal guarantee auto- 
matically expires at the end of the first year of 
the lease. This clause could state that in the 
event that the lease is terminated by the ten- 
ant before the end of the year, the personal 
guarantor shall be responsible for the balance 
of the first year's rent. From the perspective 
of the landlord, the first year is probably the 
highest risk with a new tenant The landlord 
would be protected in that the tenant would 
be responsible for at least one year's rent. 

If a personal guarantee is given, it could 
be on condition that the guarantee be limited 
to a fixed amount, such as a maximum of 
three months’ rent. 

Negotiate A Penalty Clause 

You may wish to negotiate a three-month 
penalty as the total amount of damages that 
the landlord could expect from the tenant in 
the event that the lease is breached. 

in this example, no other security would 
be given to the landlord and the landlord 
would have no further recourse against the 
tenant if the tenant left before the term of the 

Another form of penally provision could 
be that the amount of the penalty be 
decreased based on the length of time that the 
tenant remained in the premises under the 
terms of the lease. 

Try A Short-term Lease With 
Options To Renew 

To minimize the risk associated with signing 
a long-term lease, you may instead decide to 
have the initial lease period relatively short. 
By the end of the short-term lease, you would 
be in a better position to decide whether it is 
viable to remain in the leased premises for a 
longer period of time. 

For example, rather than signing a five- 
year lease it might be prudent to negotiate a 
one-year lease with two renewable two-year 
options. If you wanted a seven-year lease, 
you might negotiate a two-year lease with 
two renewable options for two years and 
three years. 

This type of structure would enable you 
to Slay for the full period of time if desired, 
but with limited time interval commitments. 


A provision could be negotiated that there 
would be no increase in rent at the lime of the 
first option, but that there could be an 
increase in rent at the time of the second 
option if the landlord so elects. The clause 
would then set out the amount of the increase, 
or a formula under which it would be calcu- 
lated. if any rent increase was to occur. Also, 
remember to negotiate for the maximum 
additional tenant incentives every time you 
renew the lease. 

Ask for Tenant Incentives 

Often a landlord is willing to offer a free rent 
period, reduced rental payments or a lump 
sum in cash for leasehold improvements as an 
incentive to rent the premises. This is partic- 
ularly the case when the space has been 
vacant for some time. 

Try to structure the rent payments in the 
first year to limit the financial outlay as much 
as possible. The normal range of options 
include: graduated rental payments, free base 
rent period for from two to four months for 
each year of the lease, waiver of first- year 
maintenance payments, landlord paying costs 
of renovations up to an agreed maximum, or 
a combination of the above. 

Whenever you are dealing with a land- 
lord, make sure you develop a negotiating 
mindset that is clear on what you want. You 
don't get what you don’t ask for. Depending 
on the circumstances and your negotiating 
leverage and skill, you could end up with a 
low risk/high benefit lease on your terms. 
Also make sure that you use the services of a 
business lawyer skilled in lease negotiations. 
Only a street-smart lease lawyer would be 
aware of the nuances and implications of 
lease terms and conditions. W*' 

Douglas Gray, LL.B. has had enensive expe- 
rience as a lawyer specializing in small busi- 
ness. He is also a speaker and author of 15 
besl-seiling business books, as well as an 
investment software program. His books 
include The Complete Canadian Smalt 
Business Guide and Raising Money (both 
published by McGraw-Hill Ryerson) and 
Marketing Your Product and Start and Run a 
Profitable Consulting Business (both pub- 
lished by Self-Counsel Press). 
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Resellers — 
watch the stock market 

A good understanding of the market can help you 
identify potential winners and losers 

by Thomas Klein 


In the technology sector, 
1996 was an interesting 
year for the stock market. 
Stock performance started 
off slow and started to 
improve in the spring 
before being pummeled in 
mid-July — only to rally to 
dizzying heights in the lust 
two quarters. 

The technology sector since June of 1994 
has rallied as a group of companies more than 
1 20 per cent in market value. This begs the ques- 
tion: will tech stocks correct in 1997? 


The majority of analysts do not seem to 
think SO- They remark that the technology sector 
is growing at more than 25 per cent per year — 
better than any other industry in the market. 
Profits rose last year at better than 25 percent. In 
fact, some of the growth and profits for other 
industries are poised to slow — and therefore 
more investors will being looking at the technol- 
ogy sector to maintain growth in their portfolios. 

Many investors realize they should have 
some of their assets in the technology sector and 
the market is starting to respond. The number of 
mutual funds that specialize in the technology 
sector increased last year, as well as the number 
of analysts covering individual technology com- 
panies. This growth in exposure will provide 
additional investment capital for the high-tech 
sector, which will help sustain the rapid growth 
of the industry. 

There are many factors that bode well for 
1997. The economy is in great shape. The eco- 
nomic environment of increased consumer con- 
fidence coupled with low inflation and low inter- 
est rates is extremely conducive to growth. The 
positive economic climate along with the fact 
that the industry is entering the first phase of 


major new product cycles should result in main- 
tained or surpassed projected growth rates for 
the industry. 

The dominance of Intel and the successful 
launch of the Pentium Pro should continue to 
drive sales of PCs. The demand for quality soft- 
ware will remain strong as the usage of comput- 
ers continues to grow. The Internet and the relat- 
ed infrastructure will once again be a growth 
leader for the industry. Updating systems for the 
year 2000 should start to kick in. in 1997. The 
growth in wireless communications is another 
sector in the technology industry starting a new 
product cycle and will contribute to the positive 
environment for the sector. 

Many consumers and corpora- 
delayed purchases in 1996 
because the industry was touting more 
advanced products for 1997. But 1997 
is here, and consumers cannot afford to stand on 
the sidelines much longer. The innovations over 
the past three years almost guarantees that 
upgrades in hardware and software will drive 
sales in 1997. With all the new technology prod- 
ucts. plus pent-up consumer demand; the out- 
look for 1997 is indeed positive. 

Why should resellers care about 
the stock market? 

The stock market tends to be an excellent fore- 
caster of a company’s future growth. Many peo- 
ple directly involved the technology industry 
tend to be blinded by the latest technology. They 
admire new technological innovations and do 
not always consider that, in the market-place — 
the best product does not always become a com- 
mercial success! 

Stock market advisors can assist in moni- 
toring the acceptance of new products and the 
continued viability of existing products. 

In the fiercely competitive reseller market, 
it is important to slay on top of product sales, 
cycles and the earnings of the companies repre- 
sented. There might be hidden clues as to the 
future success or failure of a particular product 




'There is a cliche in the investment industry: 
‘the trend is your friend.'" 
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by watching the stock market. As a rule, the mar- 
ket tries to predict a company’s future anywhere 
from .six to 18 months in the future. Monitoring 
the stock prices of different technology compa- 
nies might avert a problem in inventory control 
in either having to much or not enough of a par- 
ticular product. 

If a company is under sustained downward 
pressure, you can be sure that there are some 
problems on 
the horizon. 

I’m not talk- 
ing about nor- 
mal market fluctuations but rather a distinct shift 
in sentiment by analysts and investors. 

There is a clichd in the investment industry 
— "the trend is your friend." It seems to fit the 
technology sector well. The past is full of exam- 
ples of positive and negative trends for technol- 
ogy companies. Most significantly, downward or 
upward trends seem to last for more extended 
periods in the technology sector than in some 
other industry groups. For upward trends, the 
performance of Microsoft and Intel are excellent 
examples. A downward trend for Apple was 
equally evident and forecast by the market. 
Since 1991. Apple’s slock has declined from 
US$73 to US$17 at press time. Remember that 
trends in the technology industry are hard to 


break. Companies that lag arc punished to a 
point where it may be difficult to recover and 
winners are rewarded so handsomely they 
become power houses. 

The trends of the stock prices of technology 
companies are good indicators of a company’s 
financial health. 

A trend to remember from 1996. was that 
many of the larger companies were increasing 


market-share. It will be increasingly difficult for 
smaller companies to penetrate the market. They 
will either be acquired by the bigger companies 
or starved out of the market in short order. 

Resellers and investors alike .should choose 
their companies wisely and look at the big pic- 
ture. Perhaps the best suggestion is to invest in a 
diverse set of companies with complementary 
but different product lines. Over the long run. 
whether in business or as an investor, a consis- 
tent sustainable return will beat out "one-year 
wonders” every time. StW 

Thomas Klein is an invesimeni advisor with 
SfoiiaMcleod. He can be ivaclied via 
htip://www.webhaven.com/money. 


“Perhaps the best suggestion is to invest in a diverse set of compenies with 
complementary but different product lines." 
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Q YeSj I want to receive (continue to receive) 

Canadian Computer Wholesaler. □ No 

□ New Subscription □ Renewal □ Change of address 
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Sipnatiire 

Hare / / 


Are you involved In the selling, reselling, and/or distribution of 
computer/networking systems, software or services? 

□ Yes □ No 


t describes your job title group? (check one only) 


Which b< 

cJ Presi 

□ Branch, store, district, regional managers 

□ Channel, retail, value added resellers and managers 
G Purchasing and merchandising managers 

□ Product development managers 
a Computer consultants 

□ Technical management 

G Design, system and application engineers 
G Marketing, sales managers 


Which best describes your firm’s primary business at 
your location? (check one only) 

G Value added dealer/reseller 

G Mass merchandiser 

G Consumer clectronics/office machine retailer 
G Disiribuior/wholesaler/hardware manufaclurer/OEM 
G Software developer 

G Systems integraiion/softwarc consulting 

G Computer mainienance/scrvice company 

G Hurdware/soflware retailer 

Q Other ihirJ party and allied service firms 

The systems my organization Integrates or resells are based 

on the following: (check all (hat apply) 

□ DOS/Windows □ Networking 

□ OS/2/Compalible» □ Unix 

□ Windows NT □ Macintosh 

What is Ihe number of employees at this location? (check one only) 

□ l0.01X)ormore G 250-499 

□ .5.0(X) - 9.999 G 100 - 249 

□ 2.000-4.999 G 20-99 

□ 1,000-1.999 □ Less than 20 

□ 500-999 

What Is your firm's approximate gross annual sales? (check one only) 

□ Over $50 million G Over $5 million - $10 million 

Q Over $25 million - $50 million G Over $1 million - $5 million 

□ Over $10 million - $25 million □ Under SI million 

AU questions must be answered. Incomplete cards will not be processed. 
The publisher reserves Ihe right to determine qualificathn. 

Note: You may fax your .uibscriplion to CCW: (604) 608-2666 
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P EYE ON THE INDUST 


by David Tanaka 


ll's the mythology that drives the inventive 
spirit; build a belter mousetrap and the world 
will beat a path to your door. However, the 
reality is that innovative producl.s by them- 
selves don’t guarantee succe.ss in the market. 
Like good comedy, commercial viability also 
relies on liming and delivery. 



Take the case of the NetworkEye/270 
Frame Server, from Microplex Systems Ltd. 
in Burnaby, B.C. If the company makes jast 
the right moves — it could be entertaining to 
a full house with this product. 

The NeiworkEye is a cost-effective way 
to po.sl live images on an Ethernet network 
and, by extension (and here comes the magic 
marketing word for the '90.s). the Internet or 
a corporate intranet. The half-pound 
NeiworkEye unit is a model of simplicity: 
one lOBase-T RJ4.S Ethernet port, one 
Conneciix QuickCam interface and a connec- 
tor to an external power supply. Plug the unit 
into an Ethernet node and point the camera at 
whatever it is you want to monitor, and with- 
in 10 minutes, you have live pictures accessi- 
ble through your LAN. 

Rather than developing some propri- 
etary imaging software, the company had the 
foresight to use technologies that many PC 
users already have and know how to use: 
either a standard Web browser, or fTP client 
software. 

"What the NeiworkEye lets you do is 
basically gel images right on your LAN with 
standard (Worid Wide Web) browser soft- 


Microplex NetEye 
holds promise 

— but timing is everything 


ware.” says Gerry Sawkins director of mtir- 
keting with Microplex Systems Ltd. 

Web sites featuring live pictures have 
always had their fan.s, with “view from Sid's 
north window" and “camera pointed Harlan's 
guppies” styled Web sites always managing 
to attract a fair share of Web hits. Putting real 
live pictures on the Web has usually required 
a dedicated PC with video frame grabber to 
capture the image from a source such as a 
camcorder. What the NeiworkEye offers is a 
dedicated image server that costs around 
S360. less camera. 

When combined with a Conneciix 
QuickCam black-and-white or color digital 
camera (it only supports the Conneciix so 
far), it creates an eye on well, that's the ques- 
tion. So far. the company has defined a cou- 
ple of potential applications for NeiworkEye. 
but the real challenge is creating that spark 
that causes a large chunk of PC users to say “1 
need that" 

One application proposed by Microplex 
is to use the NeiworkEye as a low-cost video 
security system. If a company has already 
gone through the expense of setting up an 
Ethernet-based LAN, it can extend its value 
by plugging a NeiworkEye into the LAN. 

"The problem with traditional security 
systems is that they're a network unto them- 
selves." says Sawkins, “You end up installing 
a separate network, 'nial’s usually the hugest 
cost, and then you gel all the specialized 
equipment on there.” 

The only requirement to setting up a 
NeiworkEye, he says, is to have a LAN in 
place. “Once you've got that, you’re pretty 
well in business. You just need a lOBase-T 
network and standard browser software on 
your PC. and you're in busine.ss. You give it a 
URL just like any other network node or Web 
site, and you hit on it Just like a standard Web 

Another potential application is in mon- 
iioring of traffic conditions for example. 
Sawkins says the company is in preliminary 


discussions with the B.C. Ministry of 
Highways to set up irafTic monitoring “eye.s" 
pointed at bottlenecks such a.s the Lion's Gate 
Bridge in Vancouver. 

Microplex is also looking at the product 
as a general retail item. “You could build your 
own home intranet and use it for monitoring 
the doors or monitoring the dog or whatever." 
says Sawkins. “Grundpurenls cun dial in and 
.see the grandkids." One Microplex executive 
is apparently wiring his house and plans to 
pul a NeiworkEye in the baby’s room so that 
he can dial into home from his laptop when 
he's on the road and have a peck at the new- 

Or course, to make this happen, the 
company needs to generate some excitement 
around the product. It did manage to gain 
some publicity during last summer's Olympic 
games in Atlanta. Users browsing the 
Olympic Web site could peek into the 
Olympic Square via a NeiworkEye system 
that had been set up in the Olympic village. 

Microplex is now trying to line up other 
■'high-profile” Web sites where they can 
demonstrate the technology. The company is 
also formulating a channel strategy. 

“Off the North American conlinenL 
we've been using the channel exclusively," 
says Sawkins. “In North America, for the past 
year, we’ve been switching to an indirect 
strategy completely — A two-tier system 
working with VARs and .systems integrators." 
Sawkins says EMI Dulasyslems is handling 
distribution for North America. 

The monochrome version has been ship- 
ping since August 1996. and the color model 
was released just before Christmas. 

This product seems right for the times, 
and with the right push, could turn out to be a 
nice Canadian success story. KW 

David Tanaka is a Vancauvtr-based journal- 
ist specializing in high technology, and Is 
News Editor of The Computer Paper. He can 
he reached at duvid@tcp.ca. 
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Canadian Computer Wholesaler Announces 

CCW TEST LAB: the only Canadian test facility 

that generates monthly reports about computer equipment for the 
Canadian marketplace. If you want your product independently 
reviewed and the results delivered to resellers across Canada, you 
have one, and only one, choice • CCW TEST LAB. 
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THE PUNDIT 



by Graeme Benneil 


fl 


PC-orienied dealers and, to a lesser exient, manu- 
facturers, will have some new software and hunl- 
e considerations to think about and plan for 
during 1997. (The operating system upgrade plans 
of the 5.4 per cent of the market that uses 
Macintosh a.side.) 

MMX is sure to make a splash, despite the 
architectural shenanigans that the chip uses to do 
its MMX magic. However. I'm belling against 
Motorola's software-only modem technology running on MMX chips. 
This sounds a little too much like IBM's MWAVE, Apple's Geoport 
Telecom Adapter and the "Windows only" modems of the last couple 
of years — all relatively troublesome products. I also expect MMX to 
fare better in the enicrtainment-class PCs rather than with business 
users. All it takes is the mainstream media to fan a few stories about 
some major applications' FPU performance degradation under MMX. 
and you can bet the FPU power users will be playing shy. Despite the 
high-end focus of initial MMX-based products (and the 10 per cent to 
20 per cent performance improvements the chip's 32KB cache brings 
to business-class apps). I expect it to do well with enienainment-ori- 

And, despite reported delays in Intel's follow-up Klamath (multi- 
media Pentium Pro) architecture, it is likely that Pentium Pro .systems 
will approach — if not assimilate — the mainstream. At any rale, our 
tests have proven without a doubt that MMX systems outperform sim- 
ilarly clocked non-MMX systems by an average of about 10 per cent, 
even on non-MMX-enhanced titles, due to the chip’s larger on-board 
cache. Indeed, 1 66MHz MMX systems tend to fall in the middle of the 
pack of non-MMX 200MHz Pentiums. 

I'm willing to hazard a guess that we will see some blown-out-of- 
proportion mainstream news stories about MMX ‘fatal flaws.' There 
are sure to be some legitimate concerns about the fact that the FPU 
registers are doing double duty but this doesn't diminish my feeling 
that MMX systems are going to be hot sellers. 


Packet Writing 

Another technology that will be a big hit in '97 is packet-writing 
CD-R technology- This is the method of writing a compact disk that 
doesn't require the user to write the whole CD — or even an entire ses- 
sion — at once. With packet-writing, one can simply 'Save' files to a 
CD-R, as if it were a floppy disk. The long-suffering floppy will be put 


out of its misery not by Zip disks. 120MB floppies, but by under-S5{X) 
CD-Rs that are easy enough for mere mortals to use. By the end of 
'97. CD-R will be widely used as a backup method, and packet-writ- 
ing will be the buzzword du jour in the next generation of CD-R prod- 
ucts from JVC, Sony, and others. 

With the growing number of problems that dealers are finding 
with Iomega Jaz drives and the recent cuts in prices for Toray 
PhaseWriter (PD) drives (now as low as USS299), I expect that tech- 
nology to steal a little of Jaz's thunder in the yeaifs) before DVD 
recorders finally hit the market. 

Windows 97 betas will undoubtedly appear well before the final 
product's predicted third-quarter release. Thank goodness for products 
like Power Quest’s Partition Magic 3.0, that can convert FATI6 parti- 
tions to FAT32 and vice versa. De.spite the reports that Microsoft has 
decided to release both FATI6 and FAT32 versions of Win97, the 
problems and confusion caused by the FAT32-ba.sed OEM2 release of 
Windows 95 amply demonstrate.s that there will be a market for prod- 
ucts like Partition Magic 3,0 and Norton Utilities 2.0 for Windows 95. 

I’m not sure that 1997 will prove to be the year that we see the 
benefits of the new ACPI (Advanced Configuration and Power 
Interface) Version 1.0 spec announced in January by Intel, Microsoft 
and Toshiba. Nevertheless, the “Instant On” concept has an obvious 
appeal to both desktop and notebook users and ACPI-compliani prod- 
ucts should be a hit. (More inform on ACPI is available at 
http;//www.telepartcom/mmx). 

While I’m still surprised how many people chose to stay with 
Windows 3.x. given the amazing decline in RAM and hard disk price.s 
during 1 996. 1 still harbor a glimmer of hope that PC users will realize 
that their computers don’t have to be as trouble-prone as they appear 
under Windows 3.x. It would be my guess that many of these people 
would jump if they could find someone to install their upgrade(s) with- 
out charging an arm and a leg. 

Office 97, which should be out by the time you read this, will 
very likely be a successful product, and not just because Corel's Office 
Suite war efforts (and the Lotus boosters) have lost some of their early 

I happen to like the way Office 97 works, (try going to the 
Compaq FTP site and downloading a 'DOC file with Internet 
Explorer 3.0 to see some pretty impressive "DocObject” behavior), 
and I think others will, too — at least those who aren't "sticking with 
DOS." 
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Please don't take this as 
opinion on the relative merits of 
the Office titles. I've had two of 
my relatives tell me recently 
about mini-revolts currently 
underway at their offices in 
which employees surreplilious- 
iy installed and used 
WordPerfect Office products 
rather than the administrator- 
installed Microsoft Office 
“standards." 




• MMX 

Software-based audio/telephony. Half-duplex audio 

‘Packet Writing' CO-R 

Jaz drives, 120MB floppies 

Windows 97/Otfice 97 

Windows CE 

Instant On 

Cable modems/ISDN 

FAT3Z, Utility software 

Warp, MacOS 

PCs as Web servers 

Poor customer relations 

Installation services 

Notebooks without 800x600 screens 

Lightweight notebooks with CD-ROM 

Macs as Web servers 


NT 

Closer to the end of the year — and I'm belting on a 1 997 ‘Preview’ 
of a '98 release — Windows NT 5.0 will sttui showing up, primarily 
on networked corporate desktops, but also as the OS of choice for a 
growing number of graphics professionals who are likely to find NT's 
support for multiple CPUs well-suited to the demands of graphics and 
multimedia tasks. Now that Motorola and IBM have backed away 
from their early support of running Windows NT 5.0 on the Common 
Hardware Reference Platform (a.k.a. PowerPC Platform), there may 
be a few Mac graphics shops that consider packing their bags and 
moving on, too. Ditto for those who are probably realizing that, despite 
iLs architectural merits, OS/2 Warp is always going to be a little loo far 
removed from the mainstream to be less of a struggle. I expect to see 
maybe one more point upgrades before Warp goes into maintenance 

Of course, I’d love to be wrong. To mix a metaphor, Microsoft 
needs someone breathing down its neck to spur it on. And despite 
Apple’s Jan. 7 announcements that a future Mac OS will run on Intel 
PCs. (not to mention BeOS and the dream of a Java-based super OS 
that isn’t pig-slow), OS/2 has been the closest thing to a serious com- 
petitor to Windows in the last few years. 

Among slow-moving corporate adopters, the robust NT 4.0+ ser- 
vice packs alternative is likely to make a growing dent in the IS depart- 
ments of companies that previously would have been well-served by 
Novell’s NetWare. As device drivers become less of a problem and 
intranet-bused workgroup environments become more common, mov- 
ing to NT 4,0 (or beyond) won't seem like such a bleeding-edge step. 

It’s probably safe to say that NT will still be more popularon Intel 
(and compatible) platforms than Alpha chips, despite the fact that the 
Alpha systems have consistently outperformed high-end Intel boxes, 
running about twice as fast for the same money. The NT market — 
indeed the 32-bit PC market in general — has proven to be remarkably 
unadventurous. So, look for OS strategies to cater to this mentality. 

Utilities 

People will continue downloading enough software over the coming 
year to botch up their system configurations more than a few times. 
Thus, the category of ofien-dubious Tix-it' software that includes 
CyberMedia's FlrstAid 97, Norton Utilities 2.0 and so on, will contin- 
ue to top the bestseller lists. 

Portables 

I also think that notebooks are due for their biggest year ever (unlike 
Windows CE devices, which are fizzling). I’d put my money on light- 
weight Pentium-based units (preferably with MMX technology) with 
a built-in CD-ROM, 16MB of RAM. a IGB+ drive, 256KB Level 2 
cache and an 800 by 600 active-matrix screen, running Windows 95. 
Notebook users, who nearly all want to surf the 'Net. will also be 
prime candidates for the full-duplex audio capability that is the latest 


buzzword in desktop sound cards as well. The price-point for such 
units is certain to drop well below the S3, 500 and up they currently 
cost And so they should. 

Of course, just becau.se certain industry analysis don’t see a grow- 
ing market for this-or-thai technology doesn’t mean that you can't 
make money from it. 

In this business, focus is ail-important and, as the vendors out 
there stili selling and servicing niche products will attest, it doesn’t 
really matter what you pick as your niche (in fact, picking a non-main- 
stream market segment is often a decided advantage!), as long as you 
are completely committed to it. 

It's the Field of Dreams Principle: if you build it. they will come. 

Next time: the Automobile Industry as a metaphor. 

Graeme Bennell is managing editor at The Computer Paper, and is a 
former computer reseller. Based in Vancouver, he can he reached at 
graeme@lcp.ca. 
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MARKETING 


"“'^flasSSfully 

ftv Caihy Cowan 


It veeins ihat almost 
everybixJy these days is 
hosting some kind of 
seminar — Internet semi- 
nars, networking semi- 
nars. 'how to hold a sem- 
inar' seminars. And why 
not? Seminars are an 
D promote your company 
while meeting with prospective and existing 
clients. However, unless seminars are very 
carefully planned they can be very expensive 
and not necessarily profitable. 

Below are a few pointers on how to plan 
a successl'iil seminar: 



excellent way t 


• Will should you iiiviie? 

A seminar provides an excellent opportunity 
to "wine and dine" contacts on your internal 
database- Prospective clients will be more 
open to attending an educational seminar than 
sitting through a straight sales pitch. It's also 
a good opportunity to make some new con- 
tacts by purchasing qualified lists of names 
from a reputable source like a local trade pub- 
lication. 

• Give uul injormamn kils. 

At the end of the seminar give attendees 
information kits including market trend infor- 
mation. product infomiaiion and relevant 


"Consider the old adage: WIIFM — What's In It For Me?" 


• Make it edui utionul, nol pmmolinniil. 

Your customers can get a sales pitch any time. 
If you want to get your targeted contacts to 
attend your event you have to remember the 
old adage; WIIFM — What's In It For Me'.’ 

Offer your customers market informa- 
tion. a new perspective, or a training program 
— something that will help them in their day- 
to-day business. Only a very few companies 
with especially 'hot' or new technologies can 
hold a seminar devoted only to selling their 
products and expect anyone, other than their 
sales people, to show up. 

• Select good speakers. 

Well-known keynote speakers, such as 
authors or prominent executives, can be a 
good drawing card although they can be cosl- 
prohibilive de-pending on your budget. 

An alternative is to host a “How to"' .sem- 
inar (For example. 'How To Protect Your 
Company On The Internet' or 'How To Create 
A Virtual Office' ) with presentations by indus- 
try experts; your company and your partners. 
Regardless of who you choose to speak at your 
seminar, they should be articulate and enthusi- 
astic. Interesting slides and support materials 
will also help to keep the audience's attention. 


press clippings. Most importantly have your 
company's name and contact information dis- 
played prominently on the kit folder so atten- 
dees have an ea.sy point of reference when 
they want to contaet you. 

• Offer prizes! 

Again — remember the WIIFM syndrome 
and try to offer customers added bonuses in 
addition to the knowledge your seminar will 
provide. Door prizes arc a great attraction if 


invitations with your message printed inside 
willdeliniiely get your point across. If you're 
sending out a mass mailing/faxing to a large 
database you will want to have your invita- 
tions specially designed. Use the opportunity 
and turn the mailing into an inviiation/direci 
mail piece incorporating both seminar invita- 
tion and product information. This way 
everyone who receives your invitation gets 
your main messages even if they can't attend 
your seminar. 

And don't forget to mention any door 
prizes you may be offering. 

■ Invite the media. 

If you don't already have relationships estab- 
lished with local and trade media your semi- 
nar provides an excellent opportunity to start. 
Send invitations to journalists who are inter- 
ested in your seminar’s topic — and don't 
forget to follow up with a phone call. 

• Fallow up with yaur attendees. 

Ask your attendees to fill out a questionnaire 
(perhaps as part of the draw) providing feed- 
back about the event — so you know where 
to improve for the next one. Ask for com- 
ments about their purchasing needs to deter- 
mine if your salespeople .should call them 
tomorrow or next month. 


"Prospective clients will be more open to a'ttending 
an educational seminar than sitting through a 
straight sales pitch." 


you can offer widely desirable products or 
services. Offer products from your own 
inventory to further promote company and 
your partners. 

• Ciisloiiiize your invitations. 

Invitations can be the most expensive compo- 
nent of your seminar — but they don't have 
to be. If you're hosting a small get-together 
for existing clients, 'stock' or pre-printed 


The ultimate success and profitability of 
the seminar will depend on the success of 
identifying and following up on the generated 

Ca//i,v Cdh'< 2 ;i is a consultant with the 
advanced technology division of Continental 
Coinniiinications/Sliiindwick Canada — a full 
service public relations firm with offices 
across Canada. 
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Korea's KD Telecom 
develops car-tracking 

(NB) — Are you afraid of having 
your car stolen? A new paging 
.system from KD Telecom, Inc. 
(KDT), a unit of the Kumho 
Group is designed to help. 

KD Telecom said it has suc- 
cessfully developed an anti-theft 
car system through the applica- 
tion of the current paging .service 
system. In KDT's anti-theft car 
system, a specially manufactured 


pager is .secretly installed in an 
obscure place inside or outside 
the automobile. 

In case the car is stolen, all 
the car owner has to do is call the 
vehicle pager by telephone or 
remote-control. 

The vehicle pager will then 
send out information on the 
stolen car's number, color and 
type by wireless transmission to 
nearby police stations, making 
the car easily detectable. In a 
recent field test, which was con- 
ducted jointly with the police in 
North Cholla Province in Nov- 
ember, the KDT system success- 
fully retrieved all the cars stolen. 

"Compared with similar 
systems commercialized in the 
United States and Hong Kong, 
KDT’s system is far more co.st- 
effective in that it uses the exLsl- 
ing paging service networks," 
said a company .spokesperson. 

The company is applying for 
a patent for the new anti-theft 
paging system in the U.S. 


Matsushita develops LS-120 external disk drive 


(NB) — Matsushita Electric 
Industrial Co. has announced the 
development of an external disk 
drive that supports both conven- 
tional floppy disks and the 
recently developed LS-120 disks. 

The drive is designed to 
connect to a notebook computer 
via its PCMCIA port. It supports 
both the DOSA' and PC-98 hard- 
ware systems used by IBM com- 
patibles and NEC computers 
respectively. 

The LS-120 system offers 
12I)MB of storage space on a 
read/writable diskette. The drives 
are backward compatible and 
accept conventional L44MB 
floppy disks, making the system 
an attractive option for PC manu- 
facturers and users because both 
systems are built into one drive. 



It was developed by Japan's 
Matsushita-Kotobuki Electronics 
Industrie.s, Compaq Computer. 
OR Technology, and 3M. The lat- 
ter recently spun off its informa- 
tion and imaging divisions into a 
new company, Imation Corp, 
which took over the disk system 
business. 

The new drive is priced at 
US$345 and will be available in 
Japan, as of Feb. 26. CW 


Check iput our Web sfte at: 

htQ://www.cdvum^xom 


A S I A S C A P 


Meanwhile, SI Corp. is also 
planning to launch a commercial 
automobile-tracking service in 
the second half of 1 997. which is 
intended to swiftly retrieve stolen 
cars through wireless communi- 
cations technology. SI Corp.’s 
tracking system is composed of a 
control station, smail-size car ler- 


"automobile SOS service” to its 
paging subscribers. The user is 
required to install a pager inside 
hLs or her car, along with a spe- 
cial sound sensor. The sensor, 
which will be set off by the 
pager's vibrations, will make the 
stolen cor easily distinguishable 
on the road. 



minal and radio-wave locator, 
which will allow .stolen cars to 
send out strong, electric radio 
waves in order to make them eas- 
ily delectable. 

Korea Mobile Telecom 
(KMT) and Naray Mobile 
Telecom are currently offering an 


According to police figures, 
car theft is becoming an increa-s- 
ingly serious crime. In 1995, 
about 57,0(X). or one per cent, of 
Korea's 5.7 million passenger 
cars were stolen and only 30.000 
retrieved, with the rest, some 
20,000 cars, still missing. 
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NEW PRODUCTS 


Samtack Computer launches graphics/video accelerator 


neui 

PRODUIH!; 

1996 HomeTax is available 


( NB) — Samtack Computer Inc. of Markham, 
Ont., has announced the MegaVisinn 3D PT- 
5933 graphic/video accelerator. Designed for 
Intel-standard persona! computers, the PT- 
5933 can output video to a television screen 
using PAL or NTSC (North American televi- 
sion Standards Committee) video standards. 
Its power management suite supports VESA 


Display Power Management Signaling, the 
vendor said. 

Samtack's subsidiary. Pine Technology 
Lid., manufactures the accelerator card- Both 
companies are Canadian-owned business 
units of the Pine Technology Croup. The sug- 
gested retail price is $92. 

Samtack is at (905)940-1880. 


iNB) — The Mississauga. Ontario-based 
HomeTax unit of The Learning Co. Inc. has 
announced the 1996 Ready-To-File version of 
its Canadian income lax software is ready. 
Brian Costello HomeTax 
comes with a new conversion 
module Ihis year to let users 
export personal data from last 
year’s electronic return to this 
year's. It also comes with 100 
hours of free Internet access, 
via the Sympatico service, and 
belter print resolution. Using 
the internet, users can upgrade 
to the Deluxe Edition, the vendor said. For 
more information on HomeTax. see http:// 
www.homeiax.coin/--honieiax. 


Mitsumi Electronics Corp. announces 16X CD-ROM 



InkJet Refill Kits... 
That work 

Mess caused by old 
style accordion bottle 
eliminated with our 
calibrated syringe. If 
a cartridge has prob- 
lems we've delisted. HP. Canon, 
Epson, IBM. Xerox, Tl. 600 more. 
Your m/u 100%. User still saves 
50-70%. 40,000 refills sold since 
1992. FREE Refill Guide & cross 
reference with order. FREE email 
assistance. Kits are shrink wrap- 
ped - user sees contents, yield & 
instructions. Won't void warranty 
Can.Competition .Act 77 (I) & (2) 

Okidata 4oo opc $99. 

remfd. exchange, test print, ozone 
filter, reset inst. 500 more on our 
website below. Your label 5-t- Ship 
from stock same day VISA M/C 

IMAGE CONTROL 
416 - 694-7509 

http://www.image-control.com 


Mit.sumi Electronics Corp., a manufacturer of 
CD-ROM and CD-R drives has announced a 
new 16X (sixteen times) CD-ROM drive with 
an Enhanced IDE (ATAPI) interface, for 
a price of US$240. “The demands on 
CD-ROM drives continue to increase as 
software applications grow larger and 
larger, according to Jim McCaffrey, 
vice-president of sales and marketing for 
Mitsumi. 

“New software applications < 
typically require the transfer of 
50MB CO lOOMB of data, CD- 
ROM games have enormous MPEG 
movie files to stream, and CD-ROM 
databases like (telephone) white pages 
require fast searching capabilities. 

’The Mitsumi I6X drive means no more 
wailing for software. (At the price) we expect 
this product will be very popular with both 
OEMs looking to give themselves some dif- 


ferentiation as well as consumers who want 
cutting-edge performance from their multime- 
dia systems." 

The drive is an inlcmai, half-height 5.25- 
inch form factor, which can be mounted either 
vertically or horizontally in a PC. It comes 
with a one-year manufacturer’s limited war- 
ranty, For more information on the product.^. 

hltp://www.mi tsumi.com, 
: (4()8) 970-0700- 



Mkrosoft unveils beta Internet Explorer script debugger 

(NB) — Microsoft Corp. is shipping beta test Explorer. Known officially as the Script 
for Internet Debugger for Microsoft Internet Explorer, the 
package is billed as providing a debugging 


copies of a script debuggi 
Explorer. The package is a Web page debug- 
ger for JScripl (Java) and VBScript (Visual 
Basic). According to Microsoft, the software 
will make life easier for Web authors to edit 
and debug scripted Hypertext Markup Lan- 
guage (HTML) pages from Microsoft Internet 


environment that integrates with the latest 
version of Internet Explorer and allows Web 
page authors to browse, edit, and debug script- 
ed HTML pages. The software is at http;// 
www.micro.sofl.com/workshop/prog/scriplIE/, 


C.I.T. Corporation 

965 Bay Street, Suite 2508 
Toronto, Ontario, MSS 2A2 
Phone 416-860-0110 • Fax: 416-860-1898 
Toll Free: 1-800-658-3743 


/ CD Recordable Disks 

Magnetic Media 

Call for spectacular 

new 1997 prices 

KODAK 

KAO 

SONY 

TDK 

NOMAI 

V MAXELL 

IN STOCK for 
immediate delivery!! 

DLT tapes (10/20, 15/30 & 20/40) 
QMS supplies 

Tektronix supplies 

Printable writeable CD’s 

Syquest cartridges 

Iomega ZIP & JAZ cartridges / 


Please call Jon Galama Today for Pricing!!! 
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NEW PRODUCTS 


Open Text extends its Web search technology in the iatest version of LiveLink 


(NB) — Open Texi Corp. is now readying 
new technology to extend the capabilities of 
its open text search engine, a product sold on 
a .stand-alone basis, as well as being fully 
integrated into the company's Web-hascd 
document management software for the first 
time in the latest edition of Livetink. 

Open Text Corp. originally produced the 
Open Text search engine only, noted David 
Weinberger, vice-president of strategic mar- 
keting. Because the search engine was able to 
understand SGML (standard generalized 
mark-up language), most of its initial applica- 
tions were in the specialized arena of SGML, 
u precursor to HTML (hypertext mark-up lan- 
guage). 

In late 1995, Open Text purchased 
Odesta. maker of Livelink, a document man- 
agement software product originally based on 
SGML and used primarily in the oil. utilities, 
and pharmaceutical industries. 


ServiceWorks Distribution 
introduces Express line 

ServiceWorks Distribution Inc. has intro- 
duced the DataTrain Expre.ss 100/120 mulii- 
mediu notebook line. 



The system features a l0.4-inch or 
12.1-inch active-matrix color screen, a 
Pentium lOO/I.IOMHz processor, inter- 
changeable storage for 3.5-inch disk drives 
or CD-ROMs, infrared data transfer, built-in 
microphone, external plug-ins for monitor, 
speaker, microphone and docking capabili- 
ties. and u lithium battery option. The note- 
books include a 1.4MB hard drive, a stan- 
dard 16MB of EDO RAM upgradeable to 
128MB RAM. 256KB of pipe burst SRAM 
cache, 16-bil stereo and an OPL3FM syn- 
thesizer. Estimated street price is less than 
55.000. 

ServiceWorks Distribution Inc. is at 
(604) 273-4453. 


According to Weinberger, the latest edi- 
tion, Livelink Intranet Suite 7. adds at least a 
dozen new features in the areas of search; 
workflow; project collaboration; and the 
LiveLink library. Taken together, the new fea- 
tures are aimed at giving Livelink increasing- 
ly greater support for ■'mission-critical, main- 
stream" collaborative applications in Fortune 
500 corporations, and at allowing end-users to 
perform more tasks by themselves, without 
assistance from an administrator, he said. 

Open Text's new search engine, also at 


the version 7 level, and fully integrated into 
Livelink 7 for the first time, adds the ability to 
search at three levels: Livelink documents; 
and documents on the corporate network and 
Web. To promote project teamwork, end- 
users can now create project page.s "in a sin- 
gle click, without the help of an administra- 
tor." as well as to be alerted through E-mail of 
key events such as new messages or task 
modifications. More information about 
Livelink is available on the Web at 
hltp://www.opentexi.com/livelink. CW 


All Kinds of Computer & CD ROM Accessories 



From a world famous manufacturer 


Canada's Largest Inventory • Factory-Direct-Price 


CD Storage Box 
Diskette Box 
Disk Cleaning Kit 
Data Switch 
Screen Filter 
CPU Cooler 
Telephone Stand 
Computer Furniture 



Mouse & Mouse Pad 
eSA Power Bar 
Keyboard Drawer 
Hard Drive Carrier 
Fancy Joysticks 
Multi-media Speaker 
Monitor Arm 
CD Cleaning Kit 


Custom printed mouse pad 
available. Any design & 
quondty are acceptable 

New address: #510 • 3771 Jacombs Rd. Riehmond B.C. V6V 2L9 
effective from 12/22/96, Tc) & Fax # remain the same. 

CANBELL GROUP ENTERPRISES INC. 

510 -.3771 Jacombs Rd. Richmond B.C. V6V 2L9 Canada 

Tel: (604) 279-2366 Fax: (604) 279-2369 
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INDUSTRY PERSPECTIVES Cotum ~ 

Are you working the Web? 

hy Mure LeBlunc 


We're living in 
Ihe age of infer- 
no doubi uboul 
that. 

The internet 
iinti the World 
Wide Web in par- 
tieular, give us information at our 
fingertips. It's there for the ask- 
ing. But is anyone in the business 
world actually asking for it? 

Look at the environment 
we're working in. Today's busi- 
ness principles are fundamental- 
ly the same as ever. To succeed 
in business, you have to develop 
products and/or services, sell 
them, and then take care of your 
customers to ensure .satisfaction 
and attract repeal business. 


There's nothing new about that, 
but what has been added to the 
mix is the over-hyped Internet, 
Many businesses have been 
lured onto the 'Net with promis- 
es of greater reach for business, a 
larger customer base and more 


direct contact with cu.siomers. 
The Internet was going to make 
businesses more competitive — 
remember: on the Internet, no 
one knows your firm consists of 
one person operating out of a 


basement. For larger companies, 
the 'Net promised to streamline 
operations and make life simpler. 

But the Internet is not yet 
living up to all these promises. 
There are a few examples of 
corporations using the 'Net and 


the World Wide Web wisely, but 
for the most part we're seeing 
Web surfers searching for their 
name on the Internet or people 
sending E-mail to their friends 
across the country. 

Until recently, this was real- 
ly all you could do on the 
Iniemei. The biggest problem 
was the technology. It just wasn't 
able to do what everyone thought 
it should do — enable business 
applications. On lop of that, there 
were very few experts who knew 
how to liike advantage of the 
technology that did exist. 

The technology barrier is 
now being broken down with 
products that allow for true busi- 
ness applications. Software is 
available for developing a wide 
range of business solutions for 
the internet and iniraneLs. It's 
now possible for Web developers 
to rapidly develop applications 
that deliver personalized content 
based on the u.ser's identity and 
preferences. Some software can 
also provide forums for collabo- 
ration; extend the reach of legacy 
and RDBMS systems; and. 
streamline and automate daily 
business activities with work- 
flow processes. Security and 
integration are more the rule than 
the exception today. 

That's all good news. But 
there remtiins a barrier where the 
human element is concerned. 
Because there lux: still so few- 


experts in Internet business solu- 
tions, there is a huge opportunity 
for resellers and VARs to estab- 
lish themselves as key players. 
Companies are looking for some- 
one to give them a hand when it 
comes to making Ihe Web a place 
of business. They arc investing a 
lot of money into Ihe technolo- 
gy. Smart resellers will plan 
today to become the experts of 
tomorrow — and reap a few of 
the reward.s. 

There are several ways to 
do this. Begin by getting edu- 
cated on the technology. Many 
vendors have certification pro- 
grams to teach the nuances of 
the products. Becoming certified 
also helps prove lo your cus- 
tomers that you have the confi- 
dence of the vendor and you do. 
indeed, know what you're doing. 

It is also a good idea to look 
into partnership programs. Build 
an alliance with the vendor by 
becoming one of the premier 
resellers or VARs they deal wiih. 
Nol only is this a good way to 
build your business and establish 
yourself as an Internet expert, 
but many vendors will also work 
with you 10 promote your busi- 

Finally, make sure you are 
using the technology yourself. 
Become a champion of your own 
products and services. Don't just 
sell boxes or talk in euphemisms 
about "implementing a great 
business solution.” 

Do it. 

Understand it. 

Operate your own business 
on the Web. 

There is money to be made 
in iliis brave new world of the 
Iniemei. We arc ju-si in the early 
stages. So get out there and 
"Work the Web.” tCH 

Marc LeBlaiif is Caimtliim 
produfi muiiiigerfor Liinis 
Develofimenl Canada. 

He is based in Montreal. 


THE BIGGEST NEW IDEA IN FULLY AUTOMATIC 
CD DUPLICATION FITS INTO A SMALL 20” SPACE 
And the smallest budget 



NISTEC 

ALW-501 

AUTOMATIC 

DUPLICATOR 


• Up lo 50 duplicates per loading 

• Makes copies unattended... from one or many Master CD’s 

• Simple Micrasott" Windows, one click start operation 

• Built-in data verification and automated quality control 

• Writing drive sealed to avoid contamination. 

• No disc caddy required 

• Includes dedicated application soltware for Microsoft' 
Windows 3.1 (also available tor Windows 95 and Macintosh 
Power PC) 

• The lowest price lor these leatures 

For more Intormalion call 

604 - 331-0116 

ASTEL ENTERPRISES LTD. #1257-409 Granville Street, Vancouver, B.C. V6C 1T2 
E-mail: 35tel®«vinisey.Mni • Web site: fittp://www.iiitransnet.licca/astel/ast9t/ht7nl 
Fax: (504) 331-0120 



"Companies are looking for someone to 
give them a hand when it comes to making 
the Web a place of business." 
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Larry Elchesen has new job 

Larry Elchesen. president of Ingram Micro 
Canada has been appointed to president of 
Ingram Micro Asia-Pacific, and is relocating 
to Hong Kong. 

In this new position. Elchesen will be 
responsible for developing strategies to 
expand Ingram Micro's Asia-Pacific pres- 
ence. including building relationships with 
vendor and customer partners, as well as 
strategic acquisitions, says the company. 

In a statement, Ingram Micro Inc. presi- 
dent and worldwide COO, said: "Larry is one 
of our most talented executives. For the past 
eight years, he has been the driving force 
behind Ingrain Micro's growth .strategy in 
Canada, Under his leadership we gained the 
number one market share in Canada in 1995. 
Larry is the perfect candidate to lead our 
Asia-Pacific tiperations." 

In a .separate announcement, the compa- 
ny appointed David Rutledge to president of 
Ingram Micro Latin America, with continuing 
responsibilities over the company's Export 
Division- Rutledge was previously responsi- 
ble for the company's Asia-Pacific opera- 
tions, as well as Latin America and the Export 
Division. 

Ingram Micro Canada will be conduct- 
ing a search for a new president. In the inter- 
im. Rutledge will serve as acting president of 
the company. 

JetForm CEO is now a director 
for Frontline Technoiogy 

FroniLine Technology Partners Inc. of Van- 
couver. has named John Kelly as a director. 
He i.s president and CEO of Ottawa's JetForm 
Corp., a software vendor in the electronic 
form.' and administrative workflow industry. 

In a statement. 
FrontLine's CEO Jim 
Yales said: "John's suc- 
cessful entrepreneurial 
and management experi- 
ence is a welcome asset 
to our organization as 
we transition to the next 
step of our develop- 

Kelly has held positions with: DVS 
Communications, Computer Innovation 



PEOPLE 


Distributors Inc.. Nabu Network Coip. and 
SHL Sysicmhou.se Ltd. He is a board member 
of the Canadian Advanced Technology 
Association, Fulcrum Technologies Inc., 
Autoskill International Inc., Operation Online 
Inc. and JetForm Corp. 


Informix adds new manager 

Informix Software (Canada) Inc., in Ottawa, 
has appointed Susan Currie a.s business 
development manager. Public Sector and 
Health Care. 


Currie is 

cus- 

tomer 

menis and implemcnt- 
ing marketing straie- 
^1 gics. across Canada, the 
^ company says. 

Currie was most recently regional man- 
ager. Gartner Group Canada. She has held 
various sales, marketing and senior manage- 
ment positions with Income Security Program 
Redesign. Verity Inc.. Oracle Corp. of Canada 
Inc.. Xerox Canada Inc. and Digital 
Equipment of Canada Ltd. 


Maire Kushner goes to Xerox 

Xerox Canada Ltd. has appointed Maire 
Kushner to the position of manager, channel 
sales, desktop products group. She will he 
responsible for channel marketing and sales 
activities in Canada. Kushner is the former 
general manager of Radius Inc. Canada. 


Fulcrum CFO resigns post 

(NB) — Peter Reid, chief financial officer of 
Fulcrum Technologies Inc has resigned. The 
company said Reid will stay in his job until a 
replacement is found, and will continue on 
Fulcrum's board of directors after that. 

A company spokesperson said Reid 
intends to become more involved in charity 
work and in high-tech consulting. 


PictureTel picks president 

(NB) — PictureTel Corp. has promoted Dorn 
LaCava to the position of president and chief 
operating officer. LaCava will continue to 
report to Dr. Norman E. Gaul, who will 
remain chairman and chief executive ofllcer 
of PictureTel. 

LaCava reportedly Joined PictureTel in 
1995 as vice-president of its new Personal 
Systems Division. In 1996, he was promoted 
to vice president of the newly created 
Enterprise Systems Group, which combined 
PictureTel’s Group Systems Division and 
Operations organization.' with the desktop 
business he hud built, tm 
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Feb. 14*16 

Computer Fest '97 

Toronto 
Call: (416) 925-4533 

Fob. 16 

Computer Flea Market 

Toronto 
Call: (905) 677-5825 


Object World East 

Boston 

March 10*14 

Unitorum ’97 

San Francisco 
Cali: (408) 986-8840 

April 8*10 

The 6th Annual 
Home Office Show 

Toronto 
Call: (416)869-0141 

April 15-17 Dei's Database 

& Client/server World 
And Dei’s Data Warehouse World 

Toronto 
Call: (508) 470-3870 
Fax: (508) 470-1992 


April 8 - Vancouver Neteon 

J^l 10 - Calgary Caravan '97 

April 15 - Ottawa Call: (416) 621-8135 
J^ril 17 -Montreal 
AiMlI 22 - Toronto 


May 1 -2 ITAC Board of Governors 

Washington 
Contact: Bill Munson 
Call: (905)602-8510 
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THE LAST WORD 



Are Resellers Ready For Cyber-Shopping? 


. Many resellers as yei 
, have no electronic pres- 
ence at all. Some just 
" * have an E-mail address, 

but no Web site. 

Most distributors, software companies 
and hardware manufacturers have informa- 
tional Web sites listing local dealers and 
tbeir product line. Many local retail dealers 
have Web sites that arc basically marketing 
brochures, giving some what more informa- 
tion than is contained in a regular print ad. 

However, a recent survey of the ads in 
Canada Computer Paper Inc.’s other publi- 
cations: The Computer Paper, Toronto 
Computes!. Quebec Micro!, Ottawa 
Camputes!. and the Computer Player!, sug- 
gests that Web sites are starting to happen 
for Canadian computer retailers and distrib- 

Rccently, 1 look a look at a number of 
ihe.se sites. My cyber 
travels revealed a num- 
ber of things. Almost all 
Internet service pro- 
viders have Web pages, 
and 30 to 40 per cent of 
retailers in these publi- 
cations have Web sites 
— depending on the tar- 
get market. 

Occasionally. I hit 

on sites where the listed address just plain 
didn't work. Many sites have counters, 
which suggest that they are not well iraf- 
licked — with as few as two thousand hits 
in six months. 

The next step up in complexity ure 
Web sites with quoting systems. These are 
often E-mail from ends, that require a 
human operator to come back to the cus- 
tomer with a quote. Occasionally, they are 
simple databases with pniduct pricing in 
them. Some locations ofTer a large selection 
of products, and in these cases, the Web site 
is operating as an on-line catalogue. 

Th« Rnil Frontier — Buyina Something 
The final step in the sales process is obvi- 
ously making the sale and delivering the 
product to the customer. In my travels, 1 did 
not find many Web site systems that offered 
an actual selling mechanism to buy com- 
puters on-linc- 

I believe ihut full-fledged on-line 
shopping sites arc slow to materialize 


by Doug Alder 

because making the sale is obviously the 
most complicated to do. It requires a fair- 
sized investment by the reseller, or their 
Internet service provider, to set up the back- 
end. complete with secure credit card pro- 
cessing, invoicing and shipping set-up, and 
this system has to be integrated into the 
reseller's existing operations. There is still 
much work to do here. From the consumer 
.side, there is still much insecurity about 
putting credit cards out into cyberspace, 
though this will no doubt change over time, 
in physical space, computer retailing is 
about location, inventory, pricing and ser- 
vice. If all this talk about Internet shopping 
is going to come true, a couple of the e!e- 
nicnts of that formula are going to be 
impacted. Service will still be a big factor, 
because computers, by their nature remain 
complex to setup, configure and maintain. 
This is why 1 believe there will continue to 


"Wrth all those pieces in place, 1998 could shape up as the year on-line 
shopping takes off. The problem is tiiat retail merchants who wait until then 
run the risk that competitors will have already established an on-line cus- 
tomer base ttiat is hard to crack. Any retailer who's not in the game by 
Christmas '97 will have a very difficult time gaining mind share and market 
share,' said Scott Smith, an electronic commerce analyst at Jupiter 
Communications.' 

—Web Week, Jan. 6, 1997. 


be a desire for proximity to the place of pur- 
cha.se. As computers become simpler to 
manage, this factor could gradually decline 
in importance. At this point, however, loca- 
tion and service are closely linked. 

Tax Break Conaidarations 
Taxes are another issue that we already see 
in mail-order situations and that give an 
incentive for on-line shopping. 

If a company buys a computer from 
out of province, it can often skip the local 
sales lax. (except in Alberta where there 
still is no PST). According to provincial 
legislation, companies are supposed to self- 
assess this tax and pay it themselves. Many 
companies and individuals do not do this 
however. This savings is often offset by 
higher shipping charges, but it can be a fac- 
tor for consumers. 

Pricing and inventory are going to be 
big factors in the success of cyber-retailing. 
If a consumer goes into a store and requests 
a product that the store does not have, the 


consumer either orders and waits or moves 
on. With the Internet, there is no physical 
gratification. The consumer is required to 
wait for the product to arrive by courier. 

The cyber reseller has more options 
then. The on-line reseller can take the con- 
sumer's order and have it drop-shipped 
from the supplier. The entire formula starts 
to look much more like a mail-order opera- 
tion. Setting up efficient shipping arrange- 
ments and having good credit terms with 
suppliers will mean the difference between 
success and failure here. 

Building Traffic And Loyilly 
On-line shopping will still require retailers 
to get customers to their sites. The first 
stores there will have an opportunity to 
build loyally, if they can deliver product 
reliably. Once numerous stores are avail- 
able on-line, the lowest price will become 
an important factor, as cyber shoppers click 
from store to store, look- 
ing for the be.si deal. 

The Internet also 
makes communications 
between customers easi- 
er. so retailers who don't 
handle complaints effec- 
tively. run the risk of 
having their name 
smeared in newsgroups, 
or on individuals home 
pages. A quick search on AltaVista with the 
name of a company will bring up listings of 
potential problem areas. 

Cyber-Shopping Still inofficisnt 
Before buying decisions can be reduced to 
a question of price, the search tools of the 
Web will have to improve. 

Currently the Web is a mass of confu- 
sion. Instead of bringing perfect informa- 
tion. it seems to have brought perfect chaos. 
Clicking through the corridors of cyber- 
space can be as tedious as fighting ci 
town traffic, iffl 



Doug Alder is Publisher of 
Canadian Computer Wholesaler, 
he reached at 

ptihlisher@tcp.ca. / 
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COAST TO COAST 

AiCGrOPEN 

Component Solutions,,. 


ATX Case 



ALC MICkO (Asia link Computer Inc.) 
is proud to announce the Grand Opening of its Vancouver and Montreal offices. 


Teamed with its Toronto and Halifax offices, ALC MICRO is now serving Canadians from coast to coast. 


ALC MICRO offers a full line of AcerOpen products. 

From bare systems to a wide range of components and accessories. 

As a matter of fact, ALC MICRO was the first AcerOPEN distributor to bring in the most popular 
Acer 625 2x CD-ROM. And not long ago, ALC MICRO was again the first AcerOPEN distributor 
to bring in Acer’s 33.6 Kbps Fax Modem. 

Today, we proudly lake this opportunity to announce die safe and happy landing of 
Acer’s state-of-the-art AcerLAN networking products - an easy and most affordable networking solution. 

Call us now to find out more about Acer’s latest products. 

Toronto Vancouver Montreal Halifax 

Tel: 905-731-1926 Tel; 604-231-8096 Tel; 514-333-5292 Tel: 902-835-B114 

Fax: 905-731-6857 Fax: 604-231-8061 Fax; 514-333-5291 Fax: 902-832-1453 

Toll Free: 1-800-461-8079 Toll Free; 1-800-461-8079 Toll Free: 1-800-461-8079 Toll Free; 1-300-781-7036 

Web Site; http://www.asiallnk.ca 



Sceptre's Soundx™4000 is cool 



Skyway Tech Data 

905-513-9300 600-666-5588 


New processor technology regulates 
"body" temperature just like Brutus — 
our monitor lizard. 


Brutus, a cold-blooded reptile, is very good at regulating 
his body temperature by knowing when to get moving 
and when to slow down so he doesn’t overheat. 


Sceptre's Soundx'” 4000 modular, multimedia 
notebook is also energy smart while maintaining 
peak performance. 

An innovative Intel Pentium*' processor design 
makes for more efficient consumption - 
knowing when to draw energy and when 
not to. Longer battery life and less 
heat are just two of the benefits. 


Soundx™ 

4000 


• Less than 7 lbs 

• Up to ISOMHz Pentium* Processor 

• 6X CD ROM 

• 12.1" TFT, SVGA display 

• Fully modularized 

• 18C^ Infra red port 

• Standard 72 DIMM EDO Ram 

• 128 Bit graphics accelerator 

• Gold series’' 3 year warranty 

• 9001 Certified Manufacturer 
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